




\C A 


a: 
=Y 




















NE OF MARKETING - DISTRIBUTION - RESEARCH 


Nexcnnsea| 


+» CONSUMER SELLING 


| 
) 
| 








H 
FI 
: 
; 


: 


PARQUET 
FLOORING 
a | 


x 


, NEW Texoak product 
is Texoak Parquet Flooring— 
interlocking floor blocks of 
beautiful kiln-dried oak, 9”x 
9” x 25/32”. Built of multiple 

pieces of oak flooring, tongued and grooved, Texoak Parquet blocks can 
be laid with alternate grain directions to achieve a new beauty in floor- 
ing. Write for free sample of Texoak Parquet Flooring. No obligation. 


ALL TEXOAK FLOORING IS PREMIUM FLOORING. ‘The uniformly high 


quality of each grade of Texoak Flooring, Texoak Stair Treads, Texoak 
Thresholds, Texoak Parquet Flooring didn’t just happen. The rough 
lumber is grown deep in the heart of East Texas, is scientifically kiln 
dried in the modern Texoak plant, accurately machined, carefully graded. 
The result—a beautiful, long lasting floor that pleases the home owner 
and helps to sell more Texoak Flooring. 


TEXOAK ADVERTISING BACKS YOU. §‘Texoak’s strong cooperative adver- 
tising, designed to help you sell more flooring, is available now. News- 
paper ad-mats, radio commercials, display pieces, flooring samples, 
direct mail pieces, and folders are just a few of the many items included 
in your Texoak advertising campaign. Write for information and price 
list. Your postcard, letter, or wire will bring by return mail our latest 
dealer price list on how you can make flooring profits by tieing in with 
the Texoak merchandising campaign. Get on the Texoak bandwagon. 
Act now. There is no obligation. 


BH FLOORING COMPANY 


CROCKETT, TEXAS 
o—- PHONE 443 P. O, BOX 480 


To Wholesalers and Commission Men . 
A few territories: for Texoadk Flooring are’ still:open to well es- 


tablished whalesalers or commission men. Write <for complete .., .. 


details about this nationally advertised line of flooring products. 


Texoak Flooring 

Texoak tongued and grooved floor- 
ing sells because of its beauty... 
because it’s accurately machined, 
because it lays right and stays laid. 


Texoak Stair Treads 

These beautiful glued warp-proof 
Texoak stair treads and risers are 
of fine quality. Your customers will 
like the rich texture of the wood. 


Texoak Thresholds 

Scientifically: kiln dried . . , machined 
to a beautiful finish . . . Texook 
thresholds are made under. the same 
specifications: as Texoak Flooring: 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integratéd and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. © 

3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a mere 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 


Published other week American Lumbermas, inc.— 
ag ished ser crond-ciass matter Oer, 2. 1940 a8 the Post 
wnoer the Act of Marck 8. 1878. 








ARMSTRONG’S ADVERTISING IN THE 
AMERICAN HOME... 


~ YEARS, most people who built new homes 
didn’t think too much about the materials 
that went into the structure—like lath, sheath- 
ing, interior finish. They showed little brand pref- 
erence. But today Armstrong is helping to change 
this situation ... with its national advertising 
on Temlok and Monowall. 


Consistent advertising built preference 


This same lack of brand preference was typical in 
the flooring field years ago. Then linoleum was 
just linoleum. Yet today, Armstrong’s Linoleum 
is by far the best known and most widely sold 
hard-surface flooring. And similar success is en- 
joyed by Armstrong’s Asphalt Tile. Acceptance 
for—and confidence in—Armstrong’s products 
was built by advertising . . . not bursts of sensa- 
tionalism every once in awhile, but sound, consist- 
ent advertising month after month in those select 
magazines that reach home-making Americans. 
Twenty years ago, Armstrong found one maga- 
zine that reaches, interests, and influences home- 
makers exclusively—The American Home. 


American Home influences buying habits 


For years American Home has never appeared 
without an Armstrong Linoleum or Asphalt Tile 
ad. And today, American Home also carries ad- 
vertising on Temlok or Monowall into 2,600,000 
homes every month, 


Few magazines affect the buying habits of its 
readers as much as American Home. These 
reader-families either own their homes or plan to 
build or buy soon. They put home first . . . and 
are willing to spend money on it. They are always 
seeking the latest information on construction, 
interior decoration, remodeling, etc. They want 
advice on how to do it . . . and what product to do 
it with. And American Home is where they find 
their answers. They read it from cover to cover— 
articles, ads, and all. They not only believe what 
they read, but act on it. That’s why, when it 
comes to buying, the products they’ve seen and 
read about in American Home have the best 
chance of getting their dollars. - 


Link your name to American Home- 


advertised products 


Homemakers are not the only ones who benefit 
from American Home. It can serve you well, too. 
Since many home-product manufacturers are 
using the same productive advertising pattern 
that has worked so well for Armstrong, American 
Home can give you first-hand information on 
what products customers will most likely ask for 
when they come to you. What’s more, you'll have 
an easier job selling products that have American 
Home backing. It’s just good business to use the 
same guide for stocking and selling that your cus- 
tomers use for buying. 





Building Materials Buying Guide for 2,600,000 
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STRONGER, MORE DURABLE 
GARAGE DOORS AT LOW COS 





CONTR 
1,824,000, 
reported 
ruary, bu 


Sil. 
ee 


Your builder and home owner customers are quick to 
appreciate the advantages of this “best seller” among 


garage doors: 
Welded All-Stee! 
1-Piece Leaf 


The strength and durability of galvannealed steel—that fi a 
can’t sag, warp, rot or shrink. Uniform steel sheets are 

milled to exact specifications—there’s no absorption of 

moisture as with some other materials; the weight 

remains the same in wet or dry weather; this assures Weidcd All-steel 
uniformly easy operation. = 


These doors are galvannealed for rust resistance with a 
heavy galvanized zinc coat, plus high-temperature heat- 
treating that assures an excellent base for paint, without 
special priming coat. 


There are 2 types of Strand Doors for 8’ x 7’ opening— 
Receding (track) and Canopy. Also a Double-Garage 
Door (Receding type only) that fits 16’ x 7’ opening, 


: caled- 
unobstructed by center post. Order from your jobber, or ps re 4 


ON FOR MORE INFORMATION AND JOBBER’S NAME 


i 
STRAND GARAGE DOOR oF Seren 


weg Oe Aw ny 
ee oP gry 2250 E. ee eg om 
D it i "Michiga 
Please rush full information about Strand all-steel Garage 00F% 
with proposition about display door and sales helps. 


GARAGE DOORS re | Fi: 
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CONTRACT CONSTRUCTION EMPLOYMENT in mid-March totaled 
1,824,000, the Bureau of Labor Statistics, U. S. Department of Labor, 
reported today. This represents practically no change from Feb- 
ruary, but is 19,000 above the number employed in March 1948. The 
estimated value of new construction put in place during the entire 
month of March was $1.2 billion, a 9-percent increase from February. 


JANUARY PRODUCTION of doors reported at 698,673 units, de- 
ceased 19 percent from the previous month and was 32 percent less 
than in January 1948. Of the 698,673 doors produced, 387,667 or 56 
percent were Douglas fir, 274,273 or 39 percent Ponderosa pine and 
36,733 or 5 percent hardwood doors. Compared with production in 
December 1948, output of each type of doors was lower; compared 
with January 1948, production of only hardwood doors was higher in 
January 1949. 


CEMENT PRODUCTION IN JAN., according to Bureau of Mines, to- 
taled 15.3 million barrels, a decrease of 12 percent from December 
but an increase of 5 percent from January a year ago. The number of 
barrels produced was higher than any previous January on record. It 
was the third consecutive year in which the amount produced in Jan- 
uary exceeded any previous production for that month. 


SALES of 16,000 large independent retailers in March 1949 were 

§ percent short of the level of March 1948, according to data released 

: today by Director J. C. Capt, Bureau of the Census, Department 

x4 foi Commerce. The data set forth here are preliminary, based upon 

i’ Boollar sales reported to the Bureau of the Census by approximately 

16,000 large independent retailers engaged in a number of kinds of 
ousiness located in selected areas throughout the country. 










ONE REASON HOUSE SALES HAVE SLOWED DOWN 


BUILDING- COSTS -VS. RENTS 
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peo, JHE DIVERGENCE oi the two lines in the above chart is one good reason for the 

presen’ slowdown in house building and sales. Many a prospective homeowner is sit- 
___ 46 ticht in cheap rental housing. Few are going to move until the cost of renting 
Pproximates the cost of owning a home, or vice versa. And the latter cannot happen 
itil Isbor and material prices hit the toboggan slide. Either rents will have to be 
reed io find their own levels, or a fair - recession will have to knock prices for 
a loop. 
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RETAIL SALES 
Figures near record levels 
but overall strength lacking 


AFTER adjustment for seasonal 
factors, including the late occur- 
rence of Easter this year, total 
sales at retail stores in March were 
virtually unchanged from February 
and January, the Department of 
Commerce announced recently. 

The seasonally adjusted index of 
retail sales for March stood at 329 
(1935-39—=100), only slightly be- 
low March of last year. 

Except for the automotive group, 
all durable-goods store sales tended 
downward in March. However, the 
increase in sales in the automotive 
group from the January low has 
been sufficient to lift the durable- 
goods sales index in March to a 
point about 5 percent above Jan- 
uary and within one percent of the 
peak fourth quarter level. 

Among the nondurable cate- 
gories, sales at food stores and fill- 
ing stations in March were un- 
changed from February after sea- 
sonal adjustment. In the remain- 
ing groups, declines in sales of 
from 1 to 3 percent were shown. 
As a result the index of sales of all 
nondurable-goods stores was down 
about one percent in March. 


WHITHER HOUSING? 
Starts are down; "Wait and 
see" attitude to blame? 


THE end of April, 1949, finds 
a wide divergence of opinion both 
inside the building industry and 
out, on what will happen to house 
building from here out. 

Normally the trend should be 
set by now. The accompanying 
chart for starts this year compared 
to 1947-48 indicates substantially 
less houses will be built this year 
than last. But there is a tendency 
for “hopeful thinking” within the 
industry. The big trouble is, it 
looks too much like “wishful think- 
ing.” 

Individuals are in the mood to 
start building and selling as soon 
as a big-year-trend develops. But 
it takes lots of individual build- 
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PUT YOUR NEEDS 
UP TO THESE 
WESTERN WHOLESALERS 


Let them demonstrate to you the ad- 
vantages of their diversified service— 


l. Service from many mills. 


2. Knowledge of each mill's facilities 
for meeting your needs. 


3. Understanding of buyers’ 
ments. 


require- 


What do you need in West Coast 
woods? Consult these leading Western 
Wholesalers today] 


Joseph A. Adair Lumber Co. 
520 S$. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 








Main 6954 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon Gongrurs 
Lumber Co. ~asdese 


Yeon Bidg., Portland, Ore. 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old Notional Bank Building 
SPOKANE - - - WASHINGTON 














564 Market St., San Francisco 4, Cal. 





MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 


Eastern Office € Warehouse: 
THE C. A. MAUK LBR. CO., TOLEDO, O. 


Trio Lumber Co. 
DOUGLAS FIR 
PRECISION TRIMMED 2x4’s A SPECIALTY 
EUGENE, OREGON 











NEWS aad TRENDS 


ing to start the trend rolling. And 
nobody wants to be first. 

Latest opinion is if the trend 
has not developed by the middle 
of May, it won’t come at all. 


Number of New Nonfarm Dwelling Units 
Started, 1947, 1948, and 1949 


Number of 
dwelling units 


849,000 
39,300 
42,800 
56,000 
67,100 
72,900 
77,200 
81,100 
86,300 
93,800 
94,000 
79,700 
58,800 

1931,300 
53,500 
50,100 
76,400 
99,500 

100,300 
97,800 
95,000 
86,600 
82,200 
73,400 
63,600 
52,900 


750,000 
*46,000 
*62,000 


January 
February 


September 
October 

November 
December 


January 
February 


November 


December 
1949 
January 


*Revised. *Preliminary. 


BUILDING COSTS 


Analysis of figures shows 
costs in line with wages 


THE rise in building costs dur- 
ing and since the war has been well 
in line with the rise in prices and 
consumer income generally, Melvin 
H. Baker, chairman of the Con- 
struction Industry Information 
Committee, stated recently. 

“The rise for all construction, 
according to the Department of 
Commerce composite of several 
indexes, has been 112 percent from 
1939 through 1948,” Mr. Baker 
said. “The increase in residential 
construction costs in the same 
period, according to the widely 
used 20-city index of E. H. Boeckh 
and Associates, has been 114 per- 
cent. 

“These increases are in line with 
the rise in wholesale prices of all 
commodities—114 percent from 
1939 through 1948. Wholesale build- 
ing materials prices are included in 
the all-commodities index, and their 
rise has been 120 percent. 

“The building materials price 
rise may be compared with other 


components of the Bureau of J.abor 
Statistics wholesale price index. 
Farm products have risen 18 per. 
cent; raw materials, 154 percent; 
semi-manufactured goods, 10:; per- 
cent, and manufactured goods, 9g 
percent. ; 

“Since building materials pro. 
duction extends from the process- 
ing of raw materials to final f.ctory 
products, it would be expected that 
their price rise would fall some. 
where in between that of raw ma- 
terials and that of manufactured 
goods. That is the way it has hap. 
pened. 

“It is noteworthy that residen- 
tial construction costs have re- 
sisted the shock of unprecedented 
demand for housing with a rise 
no greater than that of all com- 
modities, many of which experi- 
enced a much more modest increase 
in demand. 

“If we measure this rise in hous- 
ing costs against the purchasing 
power of housing consumers, we 
find that average (median) wage 
and salary incomes for urban fam- 
ilies have increased 122 percent 
in the shorter period from 1939 
to 1947 and that for rural non- 
farm families—those living in 
small suburban places, in small 
towns, and in isolated settlements— 
the family income rise has been 
172 percent. 

“Generally speaking, the average 
family was better able to buy a 
new house in 1948 at 1948 costs 
than in 1939 at 1939 costs.” 


HARDWOOD FLOORING 


Associations passes on_ hints 
for correct application methods 


TODAY’S experienced builders 
are well aware of the .reasonable 
precautions necessary in designing 
and constructing a sound hardwood 
floor. They know that with reasot- 
able care in design, a firm sub- 
floor and a properly laid finish 
floor will result, according to 4 








Bevo RSOV 


“but we can't just turn off the alarm and 


go back to sleep in this business, Eddie!” 


F ' 
tom HENOERSON COPYRIGHT H949 CARTOONS OF 1-< WONT 


—— 
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3 Beautiful Tri-Tone Blends 
Autumn, Gray and Green 
each panel on each strip 
with its own individual, au- 


thentic wood grain texture 


Regardless of how laid, there 


is no bunching of tones or 


patterning 





Repeat Fotit farformance tor You! 


Once more you can offer your customers TRI-TONE asbestos-cement 
stip roofing shingles, newly designed, greatly improved! Original Tri-Tone 
FAMOUS Shingles were applied on thousands of roofs pre-war—and those roofs ate as 
perfect’ today as the year they were applied. No wonder successful dealers 
urged Carey to bring back Tri-Tones! 


TRI-TONES, made only by Carey, offer these unusual advantages: Full 
ey headlap for maximum weather protection . . . permanent color veneer . . . no 
slate granules to loosen and choke gutters . . . flat, rigid surface with no blowups 


VRR4-FOME in high wind areas.’ And add to all this—a new mechanical innovation to speed 


up application—nail holes placed for self-alignment! 
ASBESTOS- ABD isrincive beauty with lifetime permanence, pleasing effect of random 
CEMENT widths and staggered butts, easy application—and you see why TRI-TONES 
step up your sales. Order TRI-TONES from your Carey representative, or 
SHINGLES address Dept. AL-5A for new free literature. 
ARE BACK! 


The Philip Carey Manufacturing Company, Cincinnati 15, Ohio. In Canada: 
The Philip Carey Co., Ltd., 1557 MacKay Street, Montreal 25, P. Q. 


97 TRA = FORME ashestos-ce gles 
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NEWS a«¢ TRENDS 
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statement from. the public informa- 
tion department of the Maple Floor- 
ing Manufacturers Association. 


“The construction of a hardwood 
floor should not be thought of as 
a difficult engineering achievement, 
but it is important to remember 
that good hardwood flooring can 
only make a good floor when the 
preliminary details include a well 


thought out installation procedure,” 
the release continues. : 

“In most of our modern build- 
ings, the floor plan starts with a 
concrete slab, with special attention 
given to proper waterproofing of 
the slab if necessary and followed 
with the placing of sleepers and 
floor clips. Most specifications pro- 
vide for the use of creosoted sleep- 
ers and this is desirable particu- 
larly when drainage conditions are 
uncertain. 

“The spacing of floor sleepers 
follows the generally accepted rule 
of 16” O.C. if a sub-floor is speci- 





Insect Wire Screening Sales. 
CAN be Profitable for You! 


It's the outstanding line in the field 
because it is made right by our ex- 
perienced Pennsylvania Dutch wire screen 
craftsmen . . . continuously laboratory 
tested in a modern plant specializing in 
these products for almost a half-century. 


Outstanding 
ATi 
for *49 


7 Complete Lines . . . 


ALUMINUM @ ANTIQUE BRONZE 
BRIGHT BRONZE @ ELECTROPLATED STEEL 
MONEL @ STAINLESS STEEL 


including the new, EXCLUSIVE, low-pri.ed 


(c§gesteiged! 


* CORRONIZED LICKS CORROSION! 


CORRONIZED is the beauti- 
ful, cool-looking, sky blue 
screen that won't stain wood- 
work, melt, or discolor . . . 
Slo-Plated for exceptionally 
long life in any screen ap- 
plication, anywhere. 


HANOVER WIRE CLOTH DIVISION 


Continental Copper & Steel Industries, Inc. 
HANOVER 4, PENNSYLVANIA 
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fied and 12” O.C. if no sub-floor is 
provided. A sub-floor should be laid 
diagonally so at least the bulk of the 
finish flooring will not be laid in 
a waterproofed type, since tar or 
boards. These boards should be io 
wider than 6” and laid with about 
ye” to 4” allowance betwe:n 
boards. 

“The use of building paper 
should be given careful thought. 
We can see no special advanta.e 
in using it for ground floor slabs, 
but if it is specified, we suggest 
joints’ and air vents, if possible 
ordinary building papers will ab- 
sorb and hold moisture, passing it 
on slowly to the wood floor above. 
It is of real importance to avoid 
sealed-in dampness under the floor. 
Waterproofing and good air circula- 
tion are the requirements. Next 
comes the provision for expansion 
floors, secure nailing of both sub- 
around all walls to augment air 
circulation under the floor. 

“In laying Northern Hard Maple 
floors, secure nailing if both sub- 
floor and finish floor is important. 
For the finish floor, the spiral type 
nail is good because of its unusually 
good holding and non-splitting 
qualities. 

“Northern Hard Maple, Beech 
and Birch Flooring comes from the 
mill smoothly surfaced, but in lay- 
ing any floor, slight inequalities, 
scratches and other marks will ap- 
pear. These can be removed by 
scraping or sanding. A _ really 
smooth sanding is essential to a 
good finish job. 

“Technical material of _MFMA 
outline suggestions for good floor 
construction procedure is avail- 
able free upon request. It includes 
detailed information on finish floor 
installation methods, recommends 
sizes and thicknesses of flooring 
for different types of floors and 
floor finishing suggestions. Re- 
quests should be addressed to the 
Maple Flooring Manufacturers As- 
sociation, Oshkosh 2, Wisconsin.” 














Patented Th: 
» aes. ae 
the famous ] 
combinatior 
sash to “‘flo: 
frame—prov 
continuous | 
sion, contra 
weatherproc 
opening. Gi 

» . mak 
stallation o 
ings. Greate 
of picture w 
cause the ‘* 
vides for vai 
width and 1 


Patented Ex 
».. Unique 
Maximum s 
Weight . , 
dead-air spa 


Now it is | 
saving, co 
na mann 

beauty 
ind perfe 
tor or | 














PATENTED THERMOLOK* Closure Frame 
eliminates expansion, contraction and 
settlement problems ... permits wider 
use of standard stock sizes of Thermo- 
pane and other types of dual glazing for 
picture windows ... simplifies 


Patented Thermolok Closure Frame 
This well-known feature of 
the famous F. C. Russell Company 
combination window permits the 
sash to “float” within the closure 
frame—provides automatic and 
continuous adjustment for expan- 
sion, contraction and settlement— 
weatherproofs the entire window 
opening. Grips the sash securely 

makes possible perfect in- 
stallation on “out-of-line” open- 
ings. Greater use of standard sizes 
of picture windows is possible be- 











cause the ‘“floating” feature pro- 
vides for variations of up to 1” in 
width and 1” in height. 


Patented Extruded Aluminum Sash 
... Unique construction provides 
maximum strength at minimum 
weight . . . provides insulating, 
dead-air space within the frame. 


ow it is possible for you to specify or install heat- 

saving, comfort-giving, picture windows .. . glazed 
na manner that simplifies installation . . . adds to 
s beauty . . . assures perfect, lasting satisfaction 

ind performance. » See any F. C. Russell Co. distri- 
or or write direct for details and specifications. 


installation 


KOROSEAL Cushion . : . Acts as 
both insulator and shock ab- 
sorber. Koroseal is molded at 
sides to provide for expansion 
and contraction through the 
thickness of the glass. 


Compensating Spacers . . . Used 
at bottom only. Permit center- 
ing of sash within Thermolok 
Frame. Prevent settling of pic- 
ture window and maintain a 
perfect cushioned contact be- 
tween Koroseal and glass. 


Beautiful, Satin-finish Aluminum 
..- Harmonizes with any color 
scheme or architectural design. 
Beautifies any structure. 


Rigid,""Staked” Corners...Corner 
braces are inserted and “staked” 
to provide maximum rigidity. 





Funds will be used to help 
provide better clay products 
NEARLY two-thirds of the-f::nds 
have been pledged for the Stru:tur- 


al Clay Products Industry’s mi! ion- 
and-a-quarter dollar research pro- 
gram, W. J. Goodwin, Jr., Presi- 
dent of the Structural Clay Prod- 
ucts Institute, states. 

“Almost $200,000 of the required 
$300,000 -in annual subscriptions 
has been realized in a six-month 
industry-wide campaign,” Mr. 
Goodwin said, “and prospects are 
good that the remainder of the 
necessary funds can be raised 
through an intensified campaign 
during the summer months. 

“The funds have been solicited 
from brick and tile manufacturers 
throughout the country in support 
of an industry-wide, long-range 
research program in all phases of 
research, from clay pit to finished 
product. This five-year program 
was recommended by the widely 
known industrial research firm of 
Arthur D. Little, Inc., Cambridge, 
Massachusetts, after a six-month 
survey of the industry.” 

The announcement of the pro- 
gress of the research campaign was 
made to the Research Committee 
of Structural Clay Products In- 
stitute at its Spring meeting re- 
cently in Washington, D. C. Ways 

| and means of expediting the re- 

RETAILS AT search plan were discussed by lead- 

ing brick and tile manufacturers, 

S$ 95 and preliminary plans for establish- 

\ COMPLETE ing the research organization were 
" discussed. 


| SELL RESEARCH PROGRAM 


NO EXTRAS 
NEEDED HARDWOOD ASSOCIATION 


Manufacturers will hold 
; spring meeting in May 
spray guns costing twice as much. THE Northern Hemlock and 
Applies 1 quart in 3 minutes. Hardwood Manufacturers ‘Associa- 

; ; : tion will hold its regular spring 
Easy to operate. Pistol grip—trigger action. meeting May 20 at Land O’Lakes, 
Operates on any AC/DC 110-volt outlet. Wisc., according to O. T. Swan, 

secretary-manager. 

Shatter-proof heavy gauge aluminum 1-quart It is expected by that time the 


container. course of the nation’s business for 


Built to last—designed to give 
professional performance equal to that of 


10 feet of heavy duty industrial type cord. enon enens cannon 


Ja! Hard-Hitting, Attractive Dealer Helps...Counter 
fs e Displays ...4-Color Leaflets...Newspaper Mats 


Write or wire for complete information. 
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WE DOUBLED OUR PLYWOOD SALES 


With the AETNA 
Plywood Display Cabinet 


reports ‘‘Pete’’ Moller 
Wright-Bachman Lumber Company 
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YOUR PLYWOOD PROFIT DEAL 
1. Plywood Display Cabinet — colorfully 
painted with a — mene “is a 
2. 50 pes. /4''"—30"'x60"—10 pcs. a 
Pe the. Walnut, Oak, Gum, 
Maho _~ 
3. Free Furniture Project Plans. 
4. Free Advertising Mats, 


YOUR COST 


COMPLETE °"'y 
f.0.b. Chicago 


IT’S HAPPENING EVERYWHERE! 


The Aetna Easi-Sell Display Cabinet can add 
new life to your plywood department, too. 
Dealers everywhere are quick to point out the 
unique advantages of merchandising Hard- 
wood Plywood the Aetna way— 


IT SHOWS — your customers 5 of the best selling 
woods, Birch, Walnut, Oak, Gum, Mahogany in 
Vi," and 13/16" thicknesses. 


IT SERVES —as a beautiful display — occupies 
only 2!/, x 5 feet, yet holds over 60 pieces of 
assorted woods in 30" x 60" size... PLUS easy 
to read Plywood Project Plans. 


IT SELLS — all the time because customers can 
serve themselves. It fits anywhere — in aisles, 
next to a counter, up front near the door or as 
an island on the floor. 


Get this Aetna merchandiser today and start selling for 
PROFIT tomorrow ... use handy coupon for your order. 


Main Office and Warehouse: 


1732 Elston Ave., Chicago 22, Ill. 
Phone ARmitage 6-7100 
Teletype CG3 


Sales Offices: 


Grand Rapids and Detroit, Michi- 
gan; Milwaukee, Wisconsin; Indian- 
apolis, Marion and West Lafayette, 
Indiana; Richmond, Virginia. 


Branch Warehouse: 
Grand Rapids 4, Michigan. 





MAIL THIS COUPON TODAY 


Aetna Plywood & Veneer Co. 
1732 Elston Ave., Chicago 22, Ill. 
Phone ARmitage 6-7100 Teletype CG305 
Gentlemen: 

I want to get started right away. 


-s..Please send me the Aetna EASI-SELL Cabinet and 
Plywood Merchandiser. 


....Please send me latest Price List. 








Distributors of over 50 species of Ply- 
wood, CONSOWELD Plastic Sheets, WAL-LITE Tile 
Board, DECO-PLY Embossed Plywood, Wood Sealers, Joint Fillers 


and Bleaches. 


Bumpinc Propucts MERCHANDISER 


Firm Name 








the rest of 1949 will be pretty well 
set, as well as indications of what 
to expect from congress on labor 
legislation, housing bills, and the 
President’s requests for authority 
over allocations, priorities and 
other controis. 


- CONSTRUCTION LOWER 


Volume shows improvement for 


February but is below 1948 


THE volume of contracts 
awarded for building and heavy 
engineering works last month in 
the 37 states east of the Rocky 
Mountains continued lower than 


last year despite a marked improve- 
ment over January’s record, it was 
reported by F. W. Dodge Corpora- 
tion, a fact-finding organization for 
the construction industry. 

Projects classified as publicly 
owned figured heavily in the awards 
of the first two months of this year. 


VOLUME IS UP 


Investment commitments for 
building projects and engineering 
construction in February in the 
area east of the Rockies totaled 
$568,467,000. This total repre- 
sented an increase of 18 percent 
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* PONDEROSA PINE 
* FIR and LARCH 


DIMENSION 


Looking for well-manufactured Ponderosa Pine 
yard and shed stock, factory lumber, industrial 


items? 


Consult us on your next requirements. We spe- 
cialize in dependable quality Ponderosa Pine 
lumber—straight cars or an assortment of Pon- 
derosa yard and shed items mixed with Fir and 
Larch dimension. Best of manufacture. Proper 


kiln drying.. Reliable grades. 


Write us regarding your requirements in yard and shed stock, factory and 


industrial items. 


Alexander-Yawkey Podiber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association 


Member Ponderosa Pine 
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over January, but a drop of 17 per- 
cent from February 1948, and 
brought the cumulative total for 
the first two months of this year to 
$1,051,451,000, or 19 percent less 
than for the corresponding period 
of last year. 


At the close of last month, non- 
residential contract volume was 
down 18 percent from the first two 
months of last year, residentia! 
awards were down 25 percent, and 
heavy engineering work was off 19 
percent, according to an analysis 
of contracts by the Dodge organi- 
zation. 


EXCEPTIONS TO DOWNWARD MOVEMENT 


Exceptions to the downward 
movement were reported in public 
building, up 23 percent; religious 
building, up 27 percent; and social 
and recreational building, up 14 per- 
cent. Single-family houses built to 
owners’ orders for their own oc- 
cupancy were reported up 9 per- 
cent over the first two months of 
last year. Public utilities construc- 
tion contracts were reported up 3 
percent during the first two months. 


While the building movement ap- 
peared downward in the area east 
of the Rockies as a whole, there 
were exceptions. New England 
showed an 8 percent increase over 
the first two months of last year, 
attributable .to gains in.both resi- 
dential] and nonresidential building. 


Northern and eastern Ohio wit- 
nessed a moderate gain of 3 per- 
cent over the two-month period, 
substantial increases in heavy en- 
gineering awards offsetting a sharp 
drop in residential building volume. 
An unusually heavy volume of en- 
gineering projects in Minnesota, 
North Dakota and South Dakota 
brought the contract total of all 
awards in the first two months to 
a level almost double that reported 
for the corresponding period last 
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SAVE TIME 


There’s no sanding or 


finishing on the job with more beautiful, longer- 
Bruce Finished Floors. SAVE MONEY 


lasting, easier to maintain 


PLEASE OWNERS 


Bruce Finished Floors are 


e Factory-finishing costs less 
= than on-the-job finishing. 

# Saves around 10¢ per sq. ft 
2 


BRUCE 77cU/ed FLOORS 


-With the New, Improved 1949 Finish 





Product of E. L. BRUCE CO., Memphis, Tenn., World's Largest Maker of Hardwood Floors 


Other Bruce Products: Lumber and Wood Parts «Terminix * Bruce Floor Cleaner, Waxes, Finishes + Bruce Doozit 








First in heavy-duty truck sales for 17 straight years! 


Hg 


1. Rated first in value by America’s 2. Backed up by the nation’s largest exclusive 


3. Precision-engineered parts 


most exacting truck buyers! 


For 17 straight years, registration figures 
for new trucks with gross weight ratings 
over 16,000 Ibs. have shown International 
Trucks in first place. Would America’s 
most exacting truck buyers have given 
Internationals that vote of confidence un- 
less they knew Internationals were the 
best value in the heavy-duty truck field? 


truck service organization! — 

4,700 International Truck Dealers and 170 
Company-owned Branches and Service 
Stations stand ready to keep International 
heavy-duty trucks operating at peak effi- 
ciency. Factory-trained mechanics and 
special tools are on hand to give Interna- 
tional Trucks the diagnosis, service, test- 
ing and repairs to correct any trouble. 


5. You don’t stay first in sales for 17 straight years unless you're first in value! 


No matter what model International Truck 
you buy—heavy, light or medium-duty — 
you get the same basic values that have 
made International Trucks first in the 
heavy-duty truck field for 17 straight years. 

You get a rugged truck that hasn’t been 
weakened by a single compromise with 
passenger car engineering. 


You get a truck specialized to meet your 
particular requirements by truck engi- 
neers. You have 22 basic International 
Truck models and 1,000 truck combina- 
tions to choose from. 


For real truck value, see your nearest 
International Truck Dealer or Branch be- 
fore you buy any truck. 


INTERNATIONAL 


help keep the leader leading! 
Replacement parts have a place on the 
all ‘round truck team that keeps Interna- 
tionals ahead of the field. They're pre- 
cision-engineered parts, just like the orig- 
inals. They’re made to fit and do a better 
job and last longer. Ample inventories of 
parts and approved accessories are avail- 
able at all Dealers and Branches. 


4. inexpensive factory-rebuilt exchange units 


are important, too! 


Owners of heavy-duty International Trucks 
also save money on crankshafts, clutches, 
carburetors, transmissions, differentials, 
brake shoes and electrical equipment. 
Complete International units, recondi- 
tioned and factory-rebuilt, are priced way 
below new ones and covered by new unit 
International warranty. 


International Harvester Builds 
McCormick Farm Equipment. . . Farmall Tractor 
Motor Trucks . . . Industrial Power 
Refrigerators and Freezers 


Tune in James Melton and “Harvest of Stars’ 
NBC, Sunday afternoons 


TRUCKS 
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INTERNATIONAL HARVESTER COMPANY *° CHICAGO THER 
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A mechanized adding feature, 
built into a complete cash register, 
makes the National “200” a 
unique business machine. The 
adding feature can be used at 

any time without disturbing 

the locked-in, protected 


cash register total. 


a ee 


a ae Set 


HERE ARE JUST 5 OF ITS 35 OUTSTANDING 
FEATURES AND ADVANTAGES: 


protective publicity—Easily-read figures in the indi- 
cation panel show clearly the exact amount charged. 


stops mistakes in addition—Adds items automat- 
ically and accurately. Charges cash drawer with the 
total amount of the purchases. 


sales automatically segregated—Grouped by indi- 
viduals, departments, or any of the 8 classifications. 
Gives you a complete record of all transactions. 


control over cash and credit—Separate keys desig- 
nate Cash, Charge, Received on Account, Miscel- 
laneous Credit, Paid Out, and No Sale. 


descriptive key section—lIdentifies individual sell- 
ing employees. Records sales-slips, numbers, quan- 
tities, weights, etc. Prints stock, code, and size 
numbers, etc. 


G:' the full story of just what the National ‘200’ can do for ‘you—how it will give you Informa- 
ticn that Makes money and Protection that Saves money. Call the local National Cash Register 
of ce, and arrange for a demonstration, today. Nothing like this has ever been offered at the price. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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FKIBERGLAS 
BUILDING INSULATION 


Home buyers, builders, architects, real estate men, indus- 
trial executives—all the people who influence the buying of 
building insulation—are reading Fiberglas advertising in 
the magazines pictured here. This advertising is making 
friends—making sales—for you. 


Vow Fiberglas buills dealer provits ...3 ways 


*Get the whole story today by contacting one of these national distribu- 


tors. Owens-Corning Fiberglas Corporation, Dept. 2020, Toledo 1, Ohio. 
In Canada: Fiberglas Canada Lid., Toronto, Ontario 


DISTRIBUTED BY 


fi < 
BUILDING]| \Y 
MATERIALS 

SES 


ARMSTRONG CORK CERTAIN-TEED THE FLINTKOTE KELLEY ISLAND LIME 
COMPANY PRODUCTS CORP. COMPANY & TRANSPORT CO. 
INDUSTRY LEADERS x Lancaster, Pa. Ardmore, Pa. New York, N. Y. Cleveland, Ohio 


BuiLpING Propucts MERCHANDISER 








New Celotex Advertising — 
Campaign Clicks! 


i as Thou sand. SO yf pro spective ioe DEALERS all over the country tell us that 


the tremendous new advertising campaign 
which Celotex has launched to stimulate building 
activity is the most constructive advertising they’ve 
ta seen in years—that it’s bound to benefit everyone 

home owners writing — <0 ' years that ifs | 
And that’s not all. Home-building prospects from 
P " ‘ coast to coast are enthusiastic, too! They’ve read 
ft or time ly in i ormation and responded to the smashing 2-PAGE SPREADS which 
Celotex is publishing in THE SATURDAY EVENING POST, 
BETTER HOMES AND GARDENS, SUCCESSFUL FARMING, 


° ° ! PROGRESSIVE FARMER, and other leading magazines. 
on B uilding NO W, And, Mr. Lumber Merchant, they’ll be coming to 


you for information, and to buy the necessary mate- 
rials. Because in every one of the big 2-page ads, 
Celotex points you out as the man to consult and 
depend on when building a home, or when remod- 
eling. 














But remember, to be sure of getting your full 
share of the increased business which this sensa- 
tional advertising program is creating, you must 
identify yourself with it in your community. It’s 
easy. Just write for the newspaper ad mats, window 
poster, counter card, radio commercials, publicity 
story and leaflets which Celotex is providing free! 


And don’t forget, the name Celotex on any build- 
ing or remodeling materials is your assurance of 
customer acceptance and salability. Because ove! 
25 years of consistently effective advertising /iave 
made Celotex the Greatest Name in Insulation. So 
stock up now on the complete line! 


iP. $. You will especially want a generous supply o: the 


beautiful new Celotex Insulating Interior Finishes i»: the 
wonderful new blends. They top anything you’ve eve! 


B y; LSet jee the Fut eo... 3 dd with seen for richness of design, texture, and color! 


insulating Building Boards « Asphalt Coated Insulating Sheathinc 
Insulating Lath « Insulating Interior Finishes « Rock Wool Insulai on 
Products « Triple-Sealed Asphalt Shingles and Roofing » Gypsum 


QBS. U's; PAT. CFF, peor Po oy Plaster ° Cemesto e Insulating Sidins 
BUILDING PRODUCTS Acousti-Celotex « Flexcell Expansion Joints « Hard Board 


THE CELOTEX CORPORATION, © CHICAGO 3, (LLINOIS Vv 
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Ficcllioes: 


let us prove that 


you can PROFIT by using 


YOUNGSTOWN KITCHENS 


UILDERS all over the country have discovered that it 

pays to talk to a Youngstown Kitchen representative 
when selecting their kitchens. They’ve found dollars-and- 
cents advantage in using the famous Youngstown Kitchens 
of white-enameled steel. 


Why? 


Because Youngstown Kitchens go in faster, need no finish- 
ing . . . and require no extras or after-installation adjust- 
ments. And, most important of all, they do not increase 
the cost of the home. 


Youngstown Kitchens fit any floor plan . . . have the most © 


modern work-saving features . . . and are sold to the 
builder in a package, with no hidden costs in labor or 
materials. 


Youngstown Kitchens are known to most potential home 
buyers. Their beauty and work-saving features are: imme- 
diately recognized. They’re often an important factor in 
closing a sale. 


Whether you’re building multiple-dwelling units or indi- 
vidual homes, let your Youngstown distributor go over 
your plans and show you exactly how little it will cost to 
install this wanted, nationally advertised brand! 








‘*... standard 
equipment!” 


says 
Alabama contractor 


One of the many builders who specify Youngs- 
town Kitchens is R. G. Brasher, Birmingham, 
Alabama, contractor. 


“Youngstown Kitchens are compact, sleek and 
modern in design, and adaptable to any type 
home? says Mr. Brasher. “In the homes I build, 
they are standard equipment!” 


BY MULLINS 


MULLINS MANUFACTURING CORPORATION e WARREN, OHIO 


Wortd’s Largest Makers o f Steel Kitchens 
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100% PURE 


LINSEED OL 


A HANDY ITEM 


RECOMMEND 
POL-MER-IK BOILED 
Supertreated Pol-mer-ik Boiled 
Linseed Oil contains the correct 
proportions of quality driers to 
assure controlled uniform drying. 


SEND FOR THIS 


FREE SALES BUILDER 


ARCHER-DANIELS-MIDLAND co. 
689 Roanoke Building @ Min lis, Mi ta 





Please send me your new profit-producing 
sales builder for use by my cash register. 


Name 





Address 





City. State 





We purchase our oil from 





' have 


“SUBSTITUTES 


When you 
' trade-marked product 
you get it! 











ask for a 


POLMERIK 


Im EVERY HOME 


@ Take your linseed oil sales out of the small profit class! 
For example, retailers everywhere are making over 30 % on sales 
by featuring the fast-selling quart size at 99¢ to $1.15...a 
better gross profit than on the usual paint or hardware item. 

Pol-mer-ik is supertreated to produce a better looking, longer 
lasting paint job. It deserves and gets a better price. Available 
in both raw and boiled, packed in handy, attractive, easy-to-sell, 
pint, quart, gallon and 5-gallon containers. 

Do as thousands of successful retailers are doing. Send for 
this attractive, profit-producing sales builder. Put it next to 
your cash register. Enjoy real profits on your linseed sales. 


Polmeri 


100% PURE LINSEED OIL 


EXTRA QUALITY 
DESERVES A BETTER PRICE 
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A 4 WAY PLAN 
OR PROFITS PLUS! 














2 BE SURE THE PRODUCT IS KNOWN TO THE MARKET 
Ceco’s Ceconomy Basement Window is ad- 
vertised nation-wide from coast to coast in 
all the major building magazines. So, when 
you sell Ceco you sell a known name ...a 
name that means good engineering. 


| SELL A GOOD PRODUCT THAT MEETS A NEED 


Here Ceco’s Ceconomy Basement ‘Window 
with combination screen and storm panel fills 
the bill .. . with low original cost matched by 
savings in installation, performance and main- 
tenance. : 


4 ENGAGE IN AN AGGRESSIVE PERSONAL SELLING PROGRAM . 


A good product plus advertising are important 
but aggressive personal selling is a must if 
sales are to roll up quickly. Show the product, 


3 USE TESTED AIDS TO PROMOTE QUICK SALES talk about it, display it. Write for plan. 


Ceco provides tested selling aids—(a) self- 

mailer describing the product (b) envelo 

enclosure as a follow-up piece to go with in- id 

voices Or as an insert in packages. ECO—Please send me samples of your FREE fom with 
— ; ts, : ination 

pee aed plan for bigsent’ Window with combinatio 
ec 

cereen and storm panel. 
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ECO STEEL PRODUCTS CORPORATION 


1 
1 
1 
GENERAL OFFICES: 5601 West 26th Street, Chicago 50, Illinois 1 
Offices, warehouses and fabricating plants in principal cities | 
1 
1 
H 
i 


ADDRESS 


‘ €eco 
. STEEL /: 


In onstruction products CECO ENGINEERING wakes the big difference 


CITY 
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Cash in on Y// 


More and more people are insisting on big 
windows... when they buy, build or remodel. 
And of course they specify Thermopane* . . . the 
double-glass insulating windowpane that assures 
year-round comfort as well as beauty. 

To cash in on this ever-growing demand, be 
ready to fill Thermopane orders promptly. Your 


‘ 
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¥ 


Fit 
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4 popularity 


L-O:F Glass Distributor can tell you the most 
popular standard sizes to stock . . . for fast turn- 
over without excessive inventory. Made-to- 
measure units are available on order. 

For full information to give your customers 
and salesmen, write for our Thermopane book 


and standard size list: *® 


Two Panes of Glass 


| - Bondermetic Seal” 


made only by LIBBEY- OWENS-FORD GLASS COMPANY 


559 Nicholas Building, Toledo 3, Ohio 


(Metal-to-Glass) 





Cutaway view of Thermopane 
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Builders prefer them for their luxury appearance and ease 
of application. Homeowners prefer them for their beauty, 


economy and care-free service. Stained Shakertown Side- 


walls are fast becoming America’s first choice because they 


answer the demand for quality housing materials at low 
cost, and minimum cost-per-year of service. 
Shakertown Sidewalls are re-butted and jointed to assure 
straight, unbroken course lines and tight, invisible joints. For 
complete information and color samples, 
write the address below. 


ee PERMD-STRIn Factories at Warehouses at 
a stear ass CHEHALIS, WASH. CINCINNATI, OHIO 
CLEVELAND, OHIO COLUMBUS, OHIO 


ERMA 


Unsaturated building 
paper. 


Outer course is laid '4”low- 
er than the concealed layer. 


Unstained Red Label, No. 3 or 
undercoursing Grade Shingles are 
used for the under course. 


Weather exposures may be varied to 
achieve many desirable architectural 
effects. Sixteen-inch shakes may be ex- 
posed up to 12” to the weather. Eighteen- 
inch shakes allow exposures as great as 
14” to the weather. Twenty-four-inch 
shakes allow 16” exposures. 


Two rust-resistant, small head 5d nails per 
shake for outer course, applied 2” above butt- 
line and %” from edges. Use a third nail in 
shingles wider than eight inches. Joints “are 
tight or spaced. 


fs 
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7007 MORGAN AVENUE CLEVELAND 4,OHIO 
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BEAUTIFUL NEW INTERIOR FINISH 
Here’s a bright new interior finish that will 
give every room modern beauty and added in- 
sulation. The textured surface adds richness to 
its soft colors of buff and oyster white. 


The NEW INSULITE Tileboard and Plank 
are not only decorative, but practical and dur- 
able. It is highly resistant to scuffing and 
rubbing ... is easily cleaned . . . easily painted. 
Your customers will get finished jobs that 
build new business and a reputation for per- 
fection. And you'll get repeat business. 


NEW IMPROVED METHOD OF APPLICATION 
The ingenious new INSULITE Clip is easy to 
use ... speeds up application ... and helps 
give you an accurately aligned, level ceiling or 
wall surface. The joint and Clip are designed 
so that their use results in a more uniformly 
level surface. The design also provides ample 
clearance for the nail head. This, too, aids in 
getting better results. 


The long nailing slot accommodates a prac- 
tical variation in the position of the nailing 
member. This variation also makes nailing 
easier and faster. Any position of the nail with- 
in the slot will hold the clip securely. 


The practical design of the Clip and joint 
combine to make it easy to work from either 


the tongue or groove side of the board. This 
makes it possible to start an application in the 
center of: a ceiling or wall and come out even 
at the ends. 


Besides being versatile and strong, the NEW 
INSULITE Clip is easy to handle. It is always 
grasped in the same manner whether being 
placed in either the tongue or groove side. 


APPLIED JOB STAYS RIGID AND LEVEL 
The new deep tongue and groove joint plus 
the rigid strength of the Clip.add years to the 
appearance of a finished job. Its close, tight, 
interlocking joint stays trim and neat. 


MANY USES — MANY VARIATIONS 
Ideal for restaurants, taverns, lounges, stores, 
display rooms, and all the rooms in the house. 
For modernizing or new construction, use 
this new INSULITE Tileboard and Plank to 
save time, reduce finishing costs, produce a 
better job. 


Both Tileboard and Plank are now readily 
available. PLANKS come in four widths: 8”, 
10”, 12” and 16”. Lengths: 8’, 10’, and 12’ for 
interesting pattern arrangement. TILE in sizes 
16” x 32”, 16” x 16”, 12” x 12” and 12” x 24” 
provides ample adaptability for ceiling treat- 
ment. INSULITE CLIPS are packed in cartons 
of 1,000. 
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THAT SPEEDS UP APPLICATION 
AND PROVIDES A MORE 
UNIFORM LEVEL SURFACE 


UILDS ViNSULATES 


ENSULITE DIVISION s MINNESOTA & ONTARIO ® 


““Insulite”’ is a registered 
MINNEAPOLIS 2.,. MINNESOTA trade mark, U.S. Pat. Of, 
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CREO-DIPT 24 <tr. Processed SHAKES 


No other siding material does as much as CREO-DIPT imparted by their long exposure and heavy butt lines. 
red cedar Processed Shakes to make new homes more And, when they are stained, as the light hits their pro- 
saleable. They provide an interesting color variation be- cessed grooves, it produces a pleasing gradation of differ- 
tween roof, sides and trim—make every home in a new ent shades. 


row of houses look different. Unlike substitutes and imitations that deteriorate, crack, 


Home owners like the rustic, hand-split look. No other chip and fade, CREO-DIPT- Zephyr Shakes can be stained 
siding material can duplicate the beauty and interest every five or six years and will outlast the house they cover. 





DOUBLE WALL METHOD provides greater 
INSULATION and an effective WINDBREAK 


Although CREO-DIPT Zephyr Pro- 
cessed Shakes can be applied by the 
Double Coursing Method, i.e., over 
an undercoursing of low grade shin- 
gles, we recommend the DOUBLE 
WALL METHOD, i.e., applying them 
over an underwall of Zephyr asphalt- 
treated, weather-resisting insulating 
board. The Double Wall Method 
saves labor—usually costs no more 
than double coursing and, on new 


‘homes, over wood sheathing, will 100 SQUARE FEET UNITS 
save greg in aa gs re-painting Each unit includes outer wall red cedat 
sb costs that it 1s much more economti- ; 
cal than clapboard per years of use. Zep hyr Shakes, a package of Zc phyt 
Furthermore, the dense, unbroken backing board for Double Wall Con- 


struction or undercoursing shingles for 


Double Wall method of Applying 
CREO-DIPT Zephyr Shakes over = surface of the insulating board pre- 


an underwall of special insulat- vents the infiltration of air—is an ; 
ing board. effective windbreak. Double Coursing Construction, plus 


sufficient special, small head, rust-resist- 


ANY CARPENTER CAN APPLY THEM ing nails for recommended exposure. 


No cutting, fitting or painting on the job. Butts and edges are trimmed so Let your CREO-DIPT distributor show you 
that edges are parallel and at right angles to the butt. The job is further by . d lain how 
speeded and simplified by the DOUBLE WALL METHOD. A template in- the attractive colors and explain 


serted in every third carton of shakes makes it easy to get tight, clean corners. easy it is to sell your builders on using 


CREO-DIPT Red Cedar Processed Shakes: 


CREO-DIPT COMPANY, INC. «© NORTH TONAWANDA, NEW YORK 2. 
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When a customer needs glass. . . 


Sell Pernvernon... not just window glass” 


Pennvenon)) AND, whether glass is needed for new construction or to replace broken panes, you'll find that 
Wmow Gass} selling “Pennvernon” will mean satisfied customers; more friends; people who will come back 


@ again and again for other supplies. 


For “Pennvernon” is window glass at its best. It has excellent visional properties. And its 
brilliant surface finish, on both sides of the sheet, makes it possible to glaze either side out. So, 
always sell “Pennvernon” — not just “window glass.” It’s good business. 


Pennvernon Window Glass 


PAINTS - GLASS + CHEMICALS + BRUSHES PLASTICS 


PITTSBURGH Ee ee Gin s 5 COMPANY 
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CHOICE OF THOUSANDS OF BUYERS 


The natural excellence of Appalachian Hardwoods makes them “tops” with thousands 
of leading hardwood users. Users like their fine, soft texture, easy working quali- 
ties, beauty of grain, uniform quality. Consult the leading concerns on this page on 


your next requirements. 


“Huntington Hardwood Co., Huntington, W.Va. 
bwanuiacturers and ors Hardwoods. 
American Black Walnut @ Specialty. 

Mill and Yard: Kenova, W. Va. 


*The Mower Lbr. Co.....Charleston, W. Va. 
West Virginia Hardwoods, Air-dried, Kiln-dried, Reugh or 


Milis: Omar, Marmet, Cass, Colcord and Pettue, W. Va. 


eee Ww. Va. 
w 
Mirs. Band and Circular Sawn West Appalachian 


einen ~~ ae 


*Christian Lumber Co... ...Monticello, Ky. 


"Ripping Points Burnside, Kentucky 


‘The M. B. Farrin Lbr. Co....Cincinnati, Ohio 
Kiln-Dried and Air-Dried Hardweeods. “Century” 
Oak Flooring. 


*Morrison, Gross & Co.......Erwin, W. Va. 


Lignasan-dipped 
Wert Vievinig, Havdwoods. Band Mill. Dry 


*M. E. Crisp Lbr. Co.........Welch, W. Va. 


West Virginia and Appalachian Hardwoods. Oak. 
Poplar, Beech, Maple, Ash, » Chestnut and other hard- 
woods. All facilities. 


*Stearns Coal & Lbr. Co.......Stearns, Ky. 
Appalachian Hardwoods, Hemlock and White Pine. 


*Cherry River Boom & Lbr.Co., Richwood, W. Va. 


- Pl Mill Products. 
Appalachian Basdweods. Fugees aning 


*JjJ. P. Hamer Lbr. Co........Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*Meadow River Lbr. Co....Rainelle, W. Va. 
Manufacturers of West Virginia Hardwood Products. 


*Wood-Mosaic Co., Inc.......Louisville, Ky. 


- "* Ready-Finished ™ " 
Parkay ort | Geetweed Peering Lumber. 


“McCracken & McCall, Inc...Lexington, Ky. 


Appalechian Hardwoods POPLAR B SIDING 
Band Saw and Planing Mill at Flat Lick. by. 


"Mowbray & Robinson Lbr. Co., Cincianati, O. 
at Combs. Ky. and West Irvine. Ky. 
Ce, ee Sa Map*e and Oak 


Hutton & Bourbonnais Co....Hickory, N. C. 
strebus white Poe. Plauisg miler dry bias, ber fattery. 


*P. W. Plumly Lumber Corp., Winchester, Va. 


Band Sawn Hardwood Lumber, 
Medora Moons Dey Kiles and Plouien Mill. 


Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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IS THERE A HOLE 


IN YOUR HANDLING? 


LEADING BUILDING SUPPLY YARDS SHOW HOW 


TO CUT HANDLING COSTS, HOW TO SPEED 
UP LOADING, UNLOADING AND STORING... 
HOW TO BOOST PROFITS... WITH 


These typical statements—from both large and small 
building supply companies—show you the results you 
can expect when you install Rapistan Material Flow 
equipment: ‘Cost of unloading boxcar of bagged cement 
cut from $17.10 to $1.90 per car... Payroll down 50% 
in cost of moving lumber from freight cars to stock piles 
... Former rate of unloading freight cars was 900 Ibs. 
per man, per hour; now same crew unloads 2,253 Ibs. 
per man, per hour... Excessive breakage and high de- 
murrage costs eliminated.” 

Whether you need a few short lengths of conveyor to 
speed up boxcar unloading, a simple power conveyor for 
stacking, or a combination of gravity and power convey- 


ors, Rapistan can provide the right equipment to save 
you time and money. 


MATERIAL 


a" 


Rapistan Material Flow equipment can be installed 
easily, by your own workmen, and it quickly pays for 
itself—often in a matter of weeks! Your original cost is 
modest, your profits permanent. 

Here’s a partial list of building supplies you can move 
easily and profitably on Rapistan Material Flow equipment. 


MILLWORK ¢ SHINGLES e LUMBER © KEGS ¢ SIDING e 
ROOFING e GLASS SPECIALTIES « WALLBOARD e PLY- 
WOOD e¢ INSULATION e¢ BRICK, TILE, CEMENT BLOCKS 
¢ BAGGED CEMENT 


And for fast, point-to-point movement of materials, don’t 
forget Rapistan hand trucks, floor trucks and casters! 
They're always ready to serve you when unusual condi- 
tions make special handling necessary. 

Call your Rapistan representative for full details. He's 
listed in the classified section-of your telephone directory 


EQUIPMENT 


. A Rapid Power Booster takes rolls of insulation material 
from the freight car and lifts them into storage. Only two 
men are required for simultaneous unloading and stacking. 


‘Kapidlan 


Manufacturers of America’s Most Flexible Line of Package-Type Conveyors 


Cutgoing loads of shingles move faster, with less effort, at 
lower cost, when Stevedore, Jr. helps a yard man with truck 
ding. Same unit is also used for fast, efficient stacking. 


Various lengths and widths of finished lumber roll on port- 
able Rapid-Wheel gravity conveyor, from the freight car to 
stock piles, in 4% of the time formerly required for unloading. 


THE RAPIDS-STANDARD CO., INC. 
84 Rapistan Bidg. Grand Rapids 2, Mich. 
Representatives in principal cities 
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Here's the right answer to wood decay and 
termite problems—WOLMANIZED Pressure- 
Treated Lumber. It means better buildings for 
your customers, and additional, profitable bus- 
iness for you. 

Penetrating preservative solutions are forced, 
by vacuum-pressure treatment, deeply into the 
wood fibres of WOLMANIZED Lumber, to pro- 
vide lasting protection under common conditions 
such as these: 


1. Where excessive ground moisture, rain or thaws 
cause early decay failures. 


2. Where wood near the ground is open to termite 
attacks. 


3. Where wood is in contact with damp concrete or 
masonry. 

4. Where steam and water vapor from industrial 
processes promote wood decay. 


5. Where walls, floors, ceilings are subject to con- 
densation from refrigeration. 


6. Where wood is exposed to moisture in artificially 
humidified buildings. 


AMERICAN LUMBER & TREATING COMPANY 


General Offices: 332 South Michigan Avenue, Chicago 4, Illinois 

New York 17, New York, 420 Lexington Ave. Fhiladelphia 9, Pa., 123 South Broad St. 
Baltimore 25, Md., P. O. Box 2765 
Los Angeles 15, Calif., 112 West 9th Street San Francisco 5, Calif., 604 Mission Street Portland 5, Oregon, 1220 S.W. Morrison St. 





Wy 


be 


Boston 9, Mass., 141 Milk Street 
Washington 5, D. C., 831 Southern Bidg. 





Where Wood Needs Protection 
from DECAY and TERMITES 


- 
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... PAYS YOU AND 
PAYS YOUR CUSTOMERS 








Cooling Towers 


Roof Decks 





Other Moisture “Traps” 





Investigations by qualified technologists prove 
that on installations where water, moisture, quick ~ 
condensation and termites ordinarily shorten 
lumber life, WOLMANIZED Pressure-Treated 
Lumber lasts THREE TO FIVE TIMES LONGER 
than untreated wood. 

And, only WOLMANIZED Lumber is clean, 
odorless, paintable, non-corrosive to metal, non- 
leaching and glueable. 


Merchandising Plan Eases Selling Job 


The WOLMANIZED Merchandising and Selling 
Plan is simple, yet complete and effective. All 
the help you need is provided—including com- 
plete product information, recommendations for 
use, sales aids, advertising and promotional 
material. Investigate today. 


INFORMATIVE BOOKLET 
TELLS COMPLETE STORY 
Selling protection against wood decay 
and termites is big and profitable bus- 
iness. Let us show you how you can 
make it pay the WOLMANIZED way. 
Send for this informative booklet now. 












Jacksonville, Fla., 719 Graham Bldg. 
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HOUSING BILL: The Senate, somewhat to the sur- 
prise of capital observers, pulled the housing pro- 
posals out from behind the sofa and, at the end of 
a long and stormy night session, passed the bill by 
a vote of 57 to 13. It now gaes to the House of 
Representatives. The unexpected Senate action 
makes news men cautious about predicting House 
behavior. 


PROVISIONS: For the record, here are the chief 
items of the Senate bill. Federal aid in building 
810,000 low-rent public housing units in six years; 
with not more than 200,000 built in any one year 
and with the six-year total not exceeding the 810,000 
figure. The 200,000 provision is to allow extra build- 
ing if economic conditions turn sour in any year; 
also to limit the amount of materials taken from 
private building. 


SENATE BILL would make a billion dollars avail- 
able for loans; also would authorize half a billion in 
grants to aid cities, during the next five years, in 
ridding themselves of slums. Washington slums 
figured in this action; some of these dirty alleys 
being within a five-minute walk of the capitol. The 
bill carries $275,000,000 for a four-year program to 
improve rural housing; with $25,000,000 earmarked 
for substandard farms. 


RENTAL RATES: Units are smooaia to rent for a 
little less than $30 each, per month. A large part 
of the construction cost is to be paid by rental re- 
turns and by subsidies handed over by the local 
communities; but Federal subsidies can continue for 
40 years. . . The House, further along with its pro- 
gram than the Senate, took a hefty Easter recess; 
is working on Taft-Hartley and may not reach hous- 
ing this session. 


LIVING COSTS: At this writing, and for the first 
time in five months, the cost-of-living index of the 
Bureau of Labor Statistics shows an increase. Na- 
tion-wide figure for city families of moderate in- 
comes was up by 0.3 points; important only because 
it shows a reversal of direction. Rents are up a 
little. Retail food prices in Washington have in- 
creased by 1.8 percent; due almost entirely to higher 
Meat prices. 


_ GENERAL RETAIL PRICES, contrary to the above 
lig.ires, seem at this writing to continue the down- 
word drift. Reason for the difference, of course, is 
tha: not all retail lines are included in the BLS 
cos'-of-living lists. There's still a widespread, though 
not uniform, movement toward buyers’ markets; 
anc this may continue for some time. Federal Re- 
serve reports indicate that in dollar volume depart- 
ment stores are down by 4 percent.. 
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HOUSING STARTS, as of now, look rather good. 
They're likely to fall considerably short of the ‘48 
figures; but they’re enough better than the pessi- 
mists’ predictions to seem right cheerful. Some 
builders find it tough to work out the problem of the 
less expensive house; but most of them are doing 
it fairly well. 


BUILDING MATERIAL INVENTORIES for the most 
part are about normal for this season. Nails are 
reported scarce in a few areas. Nails are a law to 
themselves; but the increasing volume of steel pro- 
duction, measured against demand, may change 
this well before the season is over. Output of a 
good many lines of building materials is being re- 
duced, to fit the current market; probably will pick 
up soon, as building increases. 


EXPORT CONTROLS have been removed from 
lumber, veneer, plywood, flooring and logs; and the 
Dep't of Commerce is making efforts to promote 
overseas trade. Commerce says domestic lumber 
supplies are greatly improved and that substantial 
quantities of these items are available for export. 
During the past ten months lumber exports 
amounted to about one and a half percent of total 
U. S. output; as against some five percent before 
the war. 


BUYING CONTROLS have again been relaxed by 
the Federal Reserve Board; the third move of this 
kind in about two months. Except on autos, the 
required down payment has been reduced to ten 
percent; and payment periods have been set at 24 
months. Sales amounting to less than $100 are free 
of controls. FRB says installment credit now out- 
standing amounts to eight billion dollars; a sum the 
Board doesn't consider too large. 


LONG FUTURE: While business looks a little 
scared at the moment, don’t sell it short. It's going 
places. When prices feel solid ground under their 
feet, and that’s coming along now, the trade parade 
will pick up style. Don't forget that big reserve of 
needed construction. And it IS big. Add the growth 
of population, the country’s big financial resources, 
the technical know-how. Don't ever sell this country 
short! 


FOOTNOTE: Better pay some mind to the Robin- 
son-Patman Act; the law that has a dirty look for 
about any kind of price concession that can be 
made to appear as unfair discrimination among 
customers. You thought it didn’t apply when prices 
had to be cut to meet competition. Well, a U. S. 
Court of Appeals says it CAN apply in such a case. 
Better be fixed to justify such a cut; say in terms of 
cost savings. Better had! 
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GUN eee 
MOTOR... 
COMPRESSOR 


ALL IN ONE 


_ 4-POUND 


Built to last—designed to give 
professional performance equal to that of 
spray guns costing twice as much. 


Applies 1 quart in 3 minutes. 
Easy to operate. Pistol grip—trigger action. 
Operates on any AC/DC 110-volt outlet. 


Shatter-proof heavy gauge aluminum 1-quart 
container. 


© 10 feet of heavy duty industrial type cord. 


Hard-Hitting, Attractive Dealer Helps...Counter 
Displays ...4-Color Leaflets...Newspaper Mats 


Write or wire for complete information. 











RESEARCH PROGRAM 


Funds will be used to hei, 
provide better clay produ: ts 

NEARLY two-thirds of the fu: 
have been pledged for the Struct 
al Clay Products Industry's mill 
and-a-quarter dollar research 
gram, W. J. Goodwin, Jr.. Pri 
dent of the Structural Clay P) 
ucts Institute, states 

“Almost $200,000 of the required 
$300,000 in annual subscripti 
has been realized in a six-month 
industry-wide campaign,” My 
Goodwin said, “and prospects are 
good that the remainder of the 
necessary funds can be raised 
through an intensified campaign 
during the summer months. 

“The funds have been solicited 
from brick and tile manufacturers 
throughout the country in support 
of an industry-wide, long-range 
research program in all phases of 
research, from clay pit to finished 
product. This five-year program 
was recommended by the widely 
known industrial research firm of 
Arthur D. Little, Inc., Cambridge, 
Massachusetts, after a six-month 
survey of the industry.” 

The announcement of the pro- 
gress of the research campaign was 
made to the Research Committee 
of Structural Clay Products In- 
stitute at its Spring meeting re- 
cently in Washington, D. C. Ways 
and means pf expediting the re- 
search plan were discussed by lead- 
ing brick and tile manufacturers, 
and preliminary plans for establish- 
ing the research organization were 
discussed. 


HARDWOOD ASSOCIATION 


Manufacturers will hold 

spring meeting in May 

THE Northern Hemlock and 

Hardwood Manufacturers Associa- 

tion will hold its regular spring 

meeting May 20 at Land O’Lakes, 

Wisec., according to O. T. Swan, 
secretary-manager. 

It is expected by that time the 

course of the nation’s business for 
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“Sometimes | wish Shelby had never been 
promoted from his old desk back by the window!” 
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“WE DOUBLED OUR PLYWOOD SALES 


With the AETNA 


Plywood Display Cabinet 


reports Pete’ Moller 
Wright-Bachman Lumber Company 


Indianapolis, Indiana 
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YOUR PLYWOOD PROFIT DEAL 
1. Plywood Display Cabinet — colorfully 
painted with strong sales messages. a 
2. 50 pes. Y%4''—30"'x60"'—10 pes. 13/16"'— 
30''x60''—Birch, Walnut, Oak, Gum, 

Mahogany. : 
3. Free Furniture Project Plans. 
4. Free Advertising Mats, 


YOUR COST 
COMPLETE "ly -------- $9§400 


f.0.b. Chicago 









































Main Office and Warehouse: 
1732 Elston Ave., Chicago 22, Ill. 
Phone ARmitage 6-7100 

Teletype CG305 


Sales Offices: 


Grand Rapids and Detroit, Michi- 
gan; Milwaukee, Wisconsin; Indian- 
apolis, Marion and West Lafayette, 
Indiana; Richmond, Virginia. 





Branch Warehouse: 
Grand Rapids 4, Michigan. 








Distributors of over 50 species of Ply- 
wood, CONSOWELD Plastic Sheets, WAL-LITE Tile 


and Bleaches. 
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Board, DECO-PLY Embossed Plywood, Wood Sealers, Joint Fillers 
















ITS HAPPENING EVERYWHERE! 


The Aetna Easi-Sell Display Cabinet can add 
new life to your plywood department, too. 
Dealers everywhere are quick to point out the 
unique advantages of merchandising Hard- 
wood Plywood the Aetna way— 


IT SHOWS — your customers 5 of the best selling 
woods, Birch, Walnut, Oak, Gum, Mahogany in 
VY," and 13/16" thicknesses. 


IT SERVES —as a beautiful display — occupies 
only 2!/, x 5 feet, yet holds over 60 pieces of 
assorted woods in 30" x 60" size... PLUS easy 
to read Plywood Project Plans. 


IT SELLS — ali the time because customers can 
serve themselves. It fits anywhere — in aisles, 
next to a counter, up front near the door or as 
an island on the floor. 


Get this Aetna merchandiser today and start selling for 
PROFIT tomorrow ... use handy coupon for your order. 


MAIL THIS COUPON TODAY 


Aetna Plywood & Veneer Co. 
1732 Elston Ave., Chicago 22, Ill. 
Phone ARmitage 6-7100 Teletype CG305 
Gentlemen: 

I want to get started right away. 


-...Please send me the Aetna EASI-SELL Cabinet and 
Plywood Merchandiser. 


....+Please send me latest Price List. 


Firm Name 


by 
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the rest of 1949 will be pretty well 
set, as well as indications of what 
to expect from congress on labor 
legislation, housing bills, and the 
President’s requests for authority 
over allocations, priorities and 
other controls. 


CONSTRUCTION LOWER 


Volume shows improvement for 
February but is below 1948 


THE volume of contracts 
awarded for building and heavy 
engineering works last month in 
the 37 states east of the Rocky 
Mountains continued lower than 


last year despite a marked improve- 
ment over January’s record, it was 
reported by F. W. Dodge Corpora- 
tion, a fact-finding organization for 
the construction industry. 

Projects classified as publicly 
owned figured heavily in the awards 
of the first two months of this year. 


VOLUME IS UP 


Investment commitments for 
building projects and engineering 
construction in February in the 
area east of the Rockies totaled 
$568,467,000. This total repre- 
sented an increase of 18 percent 








DIMENSION 


Looking for well-manufactured Ponderosa Pine 
yard and shed stock, factory lumber, industrial 


items? 


Consult us on your next requirements. We spe- 
cialize in dependable quality Ponderosa Pine 
lumber—straight cars or an assortment of Pon- 
derosa yard and shed items mixed with Fir and 
Larch dimension. Best of manufacture. Proper 


kiln drying. Reliable grades. 


Write us regarding your requirements in yard and shed stock, factory and 


industrial items. 


MIXED CARS 


* PONDEROSA PINE 
* FIR and LARCH 


Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association 





Member Ponderosa Pine Woodwork 
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over January, but a drop of 17 per- 
cent from February 1948, and 
brought the cumulative total for 
the first two months of this year to 
$1,051,451,000, or 19 percent less 
than for the corresponding period 
of last year. 


At the close of last month, non- 
residential contract volume was 
down 13 percent from the first two 
months of last year, residential 
awards were down 25 percent, and 
heavy engineering work was off 19 
percent, according to an analysis 
of contracts by the Dodge organi- 
zation. 


EXCEPTIONS TO DOWNWARD MOVEMENT 


Exceptions to the downward 
movement were reported in public 
building, up 23 percent; religious 
building, up 27 percent; and social 
and recreational building, up 14 per- 
cent. Single-family houses built to 


owners’ orders for their own oc- - 


cupancy were reported up 9 per- 
cent over the first two months of 
last year. Public utilities construc- 
tion contracts were reported up 3 
percent during the first two months. 


While the building movement ap- 
peared downward in the area east 
of the Rockies as a whole, there 
were exceptions. New England 
showed an 8 percent increase over 
the first two months of last year, 
attributable to gains in both resi- 
dential and nonresidential building. 


Northern and eastern Ohio wit- 
nessed a moderate gain of 3 per- 
cent over the two-month period, 
substantial increases in heavy en- 
gineering awards offsetting a sharp 
drop in residential building volume. 
An unusually heavy volume of en- 
gineering projects in Minnesota, 
North Dakota and South Dakota 
brought the contract total of all 
awards in the first two months to 
a level almost double that reported 
for the corresponding period last 
year. 











“I'd say the front one is Edward: 
a bit quicker on his leet Gas Davidson” 


He was always 
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WASHINGTON 


CALENDAR 









HOUSING BILL: The Senate, somewhat to the sur- - 


prise of capital observers, pulled the housing pro- 
posals out from behind the sofa and, at the end of 
a long and stormy night session, passed the bill by 
a vote of 57 to 13. It now goes to the House of 
Representatives. The unexpected Senate action 
makes news men cautious about predicting House 
behavior. 


PROVISIONS: For the record, here are the chief 
items of the Senate bill. Federal aid in building 
810,000 low-rent public housing units in six years; 
with not more than 200,000 built in any one year 
and with the six-year total not exceeding the 810,000 
figure. The 200,000 provision is to allow extra build- 
ing if economic conditions turn sour in any year; 
also to limit the amount of materials taken from 
private building. 


SENATE BILL would make a billion dollars avail- 
able for loans; also would authorize half a billion in 
grants to aid cities, during the next five years, in 
ridding themselves of slums. Washington slums 
figured in this action; some of these dirty alleys 
being within a five-minute walk of the capitol. The 
bill carries $275,000,000 for a four-year program to 
improve rural housing; with $25,000,000 earmarked 
for substandard farms. 

RENTAL RATES: Units are supposed to rent for a 
little less than $30 each, per month. A large part 
of the construction cost is to be paid by rental re- 
turns and by subsidies handed over by the local 
communities; but Federal subsidies can continue for 
40 years. .. The House, further along with its pro- 
gram than the Senate, took a hefty Easter recess; 
is working on Taft-Hartley and may not reach hous- 
ing this session. 


LIVING COSTS: At this writing, and for the first 
time in five months, the cost-of-living index of the 
Bureau of Labor Statistics shows an increase. Na- 
tion-wide figure for city families of moderate in- 
comes was up by 0.3 points; important only because 
it stows a reversal of direction. Rents are up a 
little’ Retail food prices in Washington have in- 
creased by 1.8 percent; due almost entirely to higher 
meci prices. 


GENERAL RETAIL PRICES, contrary to the above 
figures, seem at this writing to continue the down- 
werd drift. 


Reason for the difference, of course, ‘is 
the: not all retail lines are included in the BLS 
cos’ 5I-living lists. There's still a widespread, though 
noi .iniform, movement toward buyers’ markets; 
anc ‘his may continue for some time. Federal Re- 
Ser. reports indicate that in dollar volume depart- 
me: stores are down by 4 percent. 

Bu: sinc Propucrs MERCHANDISER 


HOUSING STARTS, as of now, look rather good. 
They're likely to fall considerably short of the ‘48 
figures; but they’re enough better than the pessi- 


mists’ predictions to seem right cheerful. Some 
builders find it tough to work out the problem of the 
less expensive house; but most of them are doing 
it fairly well. 


BUILDING MATERIAL INVENTORIES for the most 
part are about normal for this season. Nails are 
reported scarce in a few areas. Nails are a law to 
themselves; but the increasing volume of steel pro- 
duction, measured against demand, may change 
this well before the season is over. Output of a 
good many lines of building materials is being re- 
duced, to fit the current market; probably will pick 
up soon, as building increases. 


EXPORT CONTROLS have been removed from 
lumber, veneer, plywood, flooring and logs; and the 
Dep't of Commerce is making efforts to promote 
overseas trade. Commerce says domestic lumber 
supplies are greatly improved and that substantial 
quantities of these items are available for export. 
During the past ten months lumber exports 
amounted to about one and a half percent of total 
U. S. output; as against some five percent before 
the war. 


BUYING CONTROLS have again been relaxed by 
the Federal Reserve Board; the third move of this 
kind in about two months. Except on autos, the 
required down payment has been reduced to ten 
percent; and payment periods have been set at 24 
months. Sales amounting to less than $100 are free 
of controls. FRB says installment credit now out- 
standing amounts to eight billion dollars; a sum the 
Board doesn't consider too large. 


LONG FUTURE: While business looks a little 
scared at the moment, don't sell it short. It's going 
places. When prices feel solid ground under their 
feet, and that’s coming along now, the trade parade 
will pick up style. Don't forget that big reserve of 
needed construction. And it IS big. Add the growth 
of population, the country’s big financial resources, 
the technical know-how. Don't ever sell this country 
short! 


FOOTNOTE: Better pay some mind to the Robin- 
son-Patman Act; the law that has a dirty look for 
about any kind of price concession that can be 
made to appear as unfair discrimination among 
customers. You thought it didn't apply when prices 
had to be cut to meet competition. Well, a U. S. 
Court of Appeals says it CAN apply in such a case. 
Better be fixed to justify such a cut; say in terms of 
cost savings. Better had! 
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Shingle sales will mount when 
you explain the advantages of... 



















Large roof areas or small, 
practically any archi- \" 
tectural style, can be made 3 
more attractive with 
“Century” No. 5 Shingles. 
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— KaM Century” no.5 


AMERICAN METHOD TYPE 


ASBESTOS-CEMENT 
ROOFING SHINGLES 






Section of “Century” No. 
5 Shingles, snug-fitting, 
perfectly aligned. 





You’ll sell more shingles ...and make good profits... 
when you recommend ‘“‘Century”’ No. 5 Roofing Shingles. 
Builders and Roofers are glad to learn how easily they can 
be applied, how they speed work and cut costs. That’s 
because units are large (24’’ wide), only two nails per 
shingle are required, and they’re self-aligning . . . punched 
and notched for fast, accurate placing. 


The owner of the dwelling also gains. He gets a fire- 

resisting roof that’s weatherproof and rotproof, never 

needs protective paint and maintenance is at a minimum. 

The shingles are attractive, too, with their weathered | 
cypress texture, random thatched butts and pleasing 

colors—white, black, Spanish red, surf green. 


Original manufacturers 
of Asbestos-Cement Shingles 
in this country 

To keep your customers informed about “Century” 
> Asbestos-Cement Roofing Shingles, K&M advertises con- 
( a sistently in American Builder, Practical Builder, American i 
ee 4 Roofer and Siding Contractor, Time, Newsweek, Business 
Week, Architectural Record, Country Gentleman, Successful 
: Farming ...a bigger-than-ever campaign to increase sales 
for you. 











Get full information about “‘Century’’ No. 5 Roofing Shingles from your 
K &M Distributor, or write direct to us. We'll attend to your inquiry promptly. 


KEASBEY & MATTISON 


COMPANY +: AMBLER - PENNSYLVANIA 
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A "HOOVER COMMISSION" FOR THE SHELTER INDUSTRY? 


To read the papers one must conclude that 
the building industry is just about as complex, 
chaotic, inefficient and wasteful as the Federal 
Government. 


The possibility that these accusations might 
have some element of truth as regards govern- 
ment administration, motivated the creation of 
the Hoover Commission. 


In spite of selfish pressures and resistance to 
change, it is probable that considerable benefit 
will be had from the Hoover Commission 
Report. 


This leads to the wish and hope that some- 
thing similarly constructive could be had for 
the home building industry. 


The industry stands accused in the public 
press of: 


Restrictive Artificial 
practices scarcities 
Monopolistic Combines 
structures Exorbitant 
Limited Sr 
ductivi Intimidation 
productivity penne" 
G Conspiracies 
‘tool a Inordinate 
inefficiencies oni 
Collusion Racketeering 
Inadequate ap- Malpractice 
prenticeship Coercion 


These charges are even made by the friends 
of business. (See report of Ralph W. Gwinn, 
Republican Congressman from Westchester 
County, N. Y., in Congressional Record.) 


Even the most loyal industrialist in the build- 
ing industry will admit that there might be 
some things wrong in some parts of the private 
home building industry, but each branch is 
prone to deny error within its own branch, 
while often pointing an accusing finger at some 
other branch. 


The complexity of the industry is a known 
fact. The prospective new home owner is served 
hy 88 industries which produce and distribute 
he 30,000 parts in a small home, not to speak 
of the myriad governmental agencies who have 
\ finger in the home building pie. 

This complexity has given rise to a hetero- 
‘eneous organizational structure which involves 
more than” 600 national associations concerned 
vith building, and thousands of locally organ- 
zed groups without proper coordination as 
‘etween classes and types of organizations. 


These groups are almost universally devoting 


‘(NG Propucts MERCHANDISER 


the energies of their officers and staffs to de- 
fending and activating their organizational self 
interest instead of working out an efficient and 
comprehensive program which will meet the 
public challenges to the overall industry. 


It is reasonable to believe that if the govern- 
ment could not work out an effective organiza- 
tion program internally—the building industry 
probably cannot do so either. 


Can some order be injected into this chaotic 
shelter industry picture? 


Is the home building industry over-organized, 
under-organized or poorly organized? 


Is legislation or voluntary reorganization re- 
quired? 


Do we need vertical as well as horizontal asso- 
ciations in the industry? 


Is an integrated and coordinated organiza- 
tional structure possible? 


These questions probably cannot be answered 
without an independent and disinterested sur- 
vey, analysis and prescription of the type of the 
Hoover Commission Report. 


Could Mr. Hoover and his able group be 
drafted for this other great public need? 


Are there others available who could de a 
comparable job? 


Should not Congress declare a moratorium 
on housing legislation pending a disinterested 
report of the Hoover Commission type? Con- 
gress should then staff a Shelter Commission 
with competent and high principled men and 
implement it with the necessary appropriation. 


Then we could be sure that when legislation 
was passed it would be for the best interest of 
the people as a whole. 


And just as the Hoover Commission Report 
will ultimately benefit the government agencies 
that will be made more efficient—it is practically 
certain that a competent report of a similar 
nature would work great benefits to the poopie 
in the shelter industry. 


EDITOR. 


57 








Pinellas Lumber Company |: 


Plan Builds Sales “ 


Florida yard builds big sales by planning well, and giving 
customers all the services and product choice possible 


INELLAS LUMBER COM- 
PANY, managed by Master 
Merchant W. C. Gregary, St. 
Petersburg, Fla., is outstanding 
proof that sound management plus 
progressive mechandising can build 
a steadily increasing business upon 
which the public learns to depend 
for its building products. 
The company has not always 
been as big as it is now. It has 


gotten big supplying and selling 
goods the way the customer wants 
to buy. The basis of this program 
is to have the material on hand 
and ready to deliver for any build- 
ing or repair job the prospect has 
to do. 


out anything from moldings to doors. 


ONE CORNER of the large millwork 
department (right) is equipped to turn 


This in itself sounds easy for a 
company the size of Pinellas, but 
being in the position of offering 
this service, did not just happen. 
For many years the company was 
not large enough to stock all the 
products and choices it does now. 
But it kept adding more as it grew 
—hence snow balling the effective 
service it offered. 


PLANNING IS BASIC 


Management—in this case mean- 
ing planning—is the bed rock upon 
which Pinellas grew. To list the 
reason for Pinellas’ success makes 
the operation sound over-simplified. 
As a matter of fact, its success 
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MASTER > 
MERCHANT 


Cover: Exterior view of 
Pinellas Lumber Company 


is based on a coordinated series of 
simple, sensible operations. The all 
important point is that manage- 
ment devised a plan based on 
these simple operations, and then 
stuck to that plan. Glenn Wise, 
the general sales manager, made the 
point any one of a number of simi- 
lar sensible plans might have ac- 
complished the same results—tre- 
mendous annual sales and sound 
reputation with the public—but 
that it would have been fatal to 
try one plan one year, then an- 


THE SHED (left), one of many required 
to shelter the large and varied lumber 
stocks, contains bargain items such as 
shorts and off grades. Feature brings in 
many customers who buy additional items 
before leaving. All lumber sheds have 
cut-off saw available to offer cut to 
length and shape service which company 
features. 
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ONE OF SEVEN pickup trucks (left be 
low) used for quick, spot deliveries on 
rush orders; 63 other trucks, including 
readi-mix cement trucks, keep the steady 
flow of material customer bound. All 
trucks are kept in perfect looking shape. | 
Larger trucks carry billboard advertising 
that is renewed each month. 
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SERVICE COUNTER for building mate- 
irgains are posted on blackboard 
at ré Paint department, which attracts 
many walk-in customers, is through door 


to right. 


me rials. 


other, then another. Once a rea- 
sonable course is set, it must be 
followed out along set patterns. 
The general planning is set at 
top manager level, and is changed 
or developed or expanded only 
when broad background experi- 
ence indicates an unusual oppor- 
Stunity. Such a situation occurred 
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») JUST INSIDE the entrance to the lumber 
and building materials department are 
these attractive displays. All.major types 
of products are displayed. The widest 


— range of sizes is kept constantly 
In stock. 
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Hin 1943. Another concern obtained 
priorities to install a cement block 
and specialty products plant in St. 
Petersburg, and then was unable 
to swing the financing. Pinellas 
Management analyzed the cement 
block situation thoroughly, and 
came up with two conclusions. 
First, it appeared that many 
Standard building materials that 
meant volume sales would be in 
Short supply for months and years 

















































to come. Second, management 
recognized an increasing trend to 
use ihe economies inherent in ce- 
ment products. These two trends 
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AND BUILDERS HARDWARE 
‘" ents at Pinellas are combined in 
yd m. The paint department spends 
hy part of the advertising budget. 
oth | it attracts swarms of walk-in 
rs; makes Pinellas a household 
atic “scoughout the St. Petersburg area. 


sir department is decorated for the 
Bpr int event, 
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taken together looked like good 
business, both from the point of 
view of gross increase in sales and 
as a hedge against concrete prod- 
ucts competition in postwar years. 
The analysis proved correct in both 
cases. 

The next steps, once the decision 
was made, were to determine the 








potential size of the market, the 
breadth of products to be manu- 


factured, and how to sell those 
products. 
Potential markets indicated a 


large plant, consumer interest in- 
dicated blocks, all types of tiles, 
and poured joists. Plans were laid 
along these lines. 


FULL SALES EFFORT 


Sales offered two possibilities. 
One, to make cement products sub- 
sidiary to the sales of building 
materials; two, to sell them for all 
they were worth in competition to 
standard building products. Pinel- 
las management figured that if 
they were worth selling at all, they 
were worth selling well. The re- 
sult of this thinking was to set up 
a complete, modern plant, with 
sales offices and sales force to 
match. 

The result from the start has 















been a profitable part of the busi- 
ness. It got that way because of 
sound analysis and planning, fol- 
lowed by positive action to obtain 
the results expected. 

The main building materials 
business also shows a high degree 
of organization and planning that 
has resulted in steadily increasing 
sales and size. 


SPECIALIZED DEPARTMENTS 


The operation is divided into the 
lumber and building materials, 
the paint, hardware, roofing, mill- 
work, estimating, financing, adver- 
tising, and yard and delivery de- 
partments, as well as the concrete 
products department. Each depart- 
ment has its own manager, and its 
own responsibilities. 

For example, once an order is 
written up and sent to the delivery 
department, it becomes the re- 
sponsibility of that department 
alone to follow through on delivery. 
Or, if the hardware department 
gets a customer who wants fi- 
nancing, arranging a loan becomes 
the job of the finance department. 
In that way each department can 
concentrate on the job it is set up 
to do. 


At the same time, general man- 


agement can cross department 
lines when it seems advisable. For 
example, the paint department 


spends 80 percent of the total ad- 
vertising budget, but is charged 
directly with only 20 percent. The 
other 60 percent is prorated among 
the remaining sales departments. 
The reasoning is sound. Manage- 
ment felt that a concentrated pro- 
gram of advertising paints and 
painting services would make more 
people conscious of Pinellas than 
would scattering the advertising 
funds over numerous products. 


RESULTS PROVE PLAN 


Results have proved the value of 
the reasoning. Pinellas Lumber 
company is famous far beyond St. 
Petersburg as a headquarters for 
all kinds of paints, and the paint 
business has in turn brought in 
numerous customers for all the 
other departments. 

Service has always been one of 
the objectives of general manage- 
ment. Today, the lumber depart- 
ment has developed to the point 
where it supplies every type and 
size of board and molding a cus- 
tomer might want. The millwork 
department can either supply or 
will build any type of window or 
door. 


60 


It has taken time and effort to 
get to this point. A small yard 
cannot offer as wide a range of 
service, yet Pinellas Lumber com- 





pany was not always large. Ii has 


increased its business by acding | 


and expanding services as rapidly 
(Continued on page 114) 


GARDEN AND LANDSCAPE materials (top photo) are featured in this plo next 
to the office and facing the street. Some items are made up by the millwork depart. | 
ment and others at the cement products department. Cement plant (center photo) js 
run as separate department of the business. The plant is completely modern and 
mechanized from the unloading of the raw materials to the delivery of finished prod. 
ucts. Photo below it shows interior of cement products department office. Illustrated 
are various types of floor and wall tiles and poured cement joists. _Also manufactured | 
are large quantities of standard and light weight aggregate building blocks. A fleet 

of large trucks delivers readi-mix cement to the job site. 
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Bargain 
Alley 
Brings ‘Em In 


Cop required to handle heavy 
traffic attracted by Seattle 
dealer’s new department 





J OAKUAIN 





STALLS ARE USED to separate millwork items in Bargain Alley. Every item is price 
marked and self service is encouraged. 


INCE WELDON LUMBER & 
Manufacturing Co., Seattle es- 
tablished its Bargain Alley in Jan- 
uary, cash sales have picked up ten 
times what they were a year ago. 
_Weldon’s Bargain Alley is a sec- 
tion of the warehouse 25 feet wide 
and 75 feet deep. Items on display 
In the Alley come from three 


sources: 


slow-moving items that would 


have been price-cut anyway. 

Odd-sized items which have 
bees purchased at a very favorable 
Wh cosale price. These can be of- 
fer. at genuine bargain prices and 


naintain a very satisfactory 
mi p. 
‘egular 


fast-moving items 
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which do not require a price reduc- 
tion to move, yet stimulate traffic 
which is necessary for a high turn- 
over, low markup department. 


The Alley has achieved Floyd 
Weldon’s objectives: to increase 
cash pickup sales and dispose of 
odd-size, slow-moving items. The 
Alley has been given strong news- 
paper promotion by display ads 
running from 10 to 20 inches once 
a week. These ads have pulled in 
customers from all sections of Seat- 
tle and adjoining cities. 

On busy days as many as five 
salesmen have been necessary to 
serve the heavy trade in the Alley. 
A traffic policeman was required 
one time to handle the heavy traffic 
attracted by a single advertisement. 





DOOR TO BARGAIN ALLEY (left) is 
marked ‘by neat “come-in-and-help-your- 
self” sign. 


BARGAIN ALLEY is given 10 to 20 


inches of newspaper promotion weekly. 







YOUR 
INVITATION 
TO 


SAVINGS! 
WELD O N’ S 
BARGAIN 
ALLEY! | 


Weldon Lumber & Mfg. Co. have closed off one 
alley in their lumber shed for Bargain Items. This is 
NOT A SALE but a Regular Department for your 
convenience! 

These Bargain Items are: 
. Regular first grade byt overstock 










~~ 


or 
®. Millwork manufactured im their plant on special 
order and uncalled for 


or 
:. Result of special buys in quantity lots. 


THIS WEEK IN BARGAIN ALLEY 
OVER 3000 


DOORS 


TO CHOOSE FROM 
Beautiful Ribhon-Grain Mahogany 


Solid-Slab = Front Doors 
1 


3/0x6/8 — 194 thick «0... eeeees 50 
2/8x6/8 — 1% ee eccccccceces 17.50 
Hollow Core Mahogany Inside Doors 

2/0xb6/8 — 1% thick .......0000- 8. 
2/6xb6/8 — 1¥p thick ...seeee,,e% 8.50 





6- Panel Colonial Front Doors 


f 3/0xb/8 — 1¥, thick s*° | ] 


Solid-Slab Fir Doors 


2/8x6/8 — 1% thick 10.50 
3/0x6/8 — 13, thick 10.50 





One-Panel Fir Doors 





2/0xb/8 — 19% thick ..ssceeeeees 6.50 
2/4x6/8 — 1¥% thick ...ceseceees 6.50 
2/bxb/B — ¥y thick ....00, sees 6.50 


' : 
Extra-Thick Glass Doo 
Including Glass 
2/bxb/b — 1%, thick ..000e 7.06 
2/bx6/8 — 134 thick ...00. 7.00 
2/8x6/8 — 13/4 thick ....0+ 7.00 





— 
| 
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fareen 
Other Items in Bargain Alley ' 
At Amazingly Low Prices 


ination Doors Insulation 
Cabinet Ironing Boards yw 
Portable ironing Boards Sash Balances 


Sash and Windows 





Overhead Garage Door 
asec ~ Cull Mouldings and 
Casing 


Inside Lock Sets 
* Come in and make your own selection 





LUMBER & MFG.CO. 








ACOB LEVY AND BROS. CO., Louisville, Ky., is a 
home town institution. Taxi drivers know the 
company like they know the union station or the lead- 
ing hotel. Its reputation is more like that of a well 
run department store than a lumber yard. 

As a matter of fact, Levy’s is a building materials 
department store. It sells just about everything that 
becomes a permanent part of a house, plus some larger 
appliances. 

Items are grouped according to use. Salesmen 
specialize in certain items so that they build up a 
backlog of product knowledge and experience. Every 
item is price marked, dime-store fashion. But like a 
well run department store, Levy’s features quality 
merchandise and customer satisfaction. The store’s 
reputation for taking care of its customers has been 
built up meticulously over many years. Consequently, 
it is now carefully guarded in all customer relations. 


WIDE VARIETY 


Although a wide variety of building and home ma- 
terials is handled, each new product must pass a rigid 
examination before it is added. It goes without say- 
ing that it must pass a quality test and be able to do 
the job for which it was designed. 

Second, management, department heads and sales- 
men on the floor consider whether the product fits into 
the building material picture. Sam Levy puts it this 
way. “Sure, we could sell groceries if we set our 
minds to it. But we can do the best job by limiting 
our field of operation. That way we build up sound 
product knowledge and selling experience.” 

On the other hand, Levy’s management goes beyond 
many building products dealers in its conception of 
what it rightly should sell. Its experience shows that 
all materials used to construct a complete house can be 
sold profitably. As closely as it can be generalized, 
anything that affects the structure of the house or the 
building operation is obtainable at Levy’s. This elimi- 
nates house furnishing goods with few exceptions— 
but means that heavier appliances, electric light fix- 
tures, tools, plumbing materials, and many other items 
included in a complete house are sold at Levy’s. 

In other words, Levy’s offers the customer the wid- 
est product service within the dictates of sound busi- 
ness policy. 

BEHIND SCENES 

But what the customer sees is only a small part 
of the reason for Levy’s success in the building ma- 
terials field. Behind the scenes are the policies that 
make the store click. 

The keynote to Levy’s success is something avail- 
able to every retail manager in the country. It’s a 
commodity that does not cost money. It is as free as 
the air. This commodity is orderliness. There are 
many other reasons why Levy’s has become a home 
materials institution in Louisville, but most of these 
reasons would lose their effectiveness without orderli- 
ness. 

Orderliness is noticeable at the first outside view of 
Levy’s store. It is the one most impressive feature 
among many in the display room, in the main ware- 
house, in the private offices. It is just as impressive 
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ERYTHING 

sy sulLOING 
i, femmenan re Poor 
EASY TERMS 


CLEANLINESS and neatness is all important at Levy’s. The 
store is kept in tip-top shape inside and out at all times. Such 
neatness invites customers—keeps men on their toes. 





COLUMN DISPLAYS can be attractive. Here a variety of 
goods meets the shopper face to face. Notice every item is 
price marked. 


in the back rooms and closets where no outsider is ex- 
pected to be. 
SALES PROGRAM 

Hinged to this highly developed policy of neatness, 
Levy’s has a many pronged program of sales and mer- 
chandising that speaks for itself in dollar value of 
business per year and by customer and public accept- 
ance. 

Sam Levy says: “I tell visiting dealers that the 
consumer type store with a large display room is a fine 
way to increase business, but a poor way to get out 
of work. This type store demands more work, more 
planning and more hours on the job than any other 
way of doing business. But it brings, besides more 
profits and sales, tremendous satisfaction as a way of 
operating.” 

A walk around the display room shows what order- 
liness means in the way of attractive displays. There 
is a place for everything. Everything is in its place 
in perfect order. Allied items are grouped together in 
a sensible arrangement. Every item is price marked. 
Manufacturer’s literature is in neat piles near the 
proper products. 
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Store Methods 


fhis orderliness looks like a mountainous job. It 
would be for men who were not interested in their 
work, and who had not been educated to know why 
particular job requirements are enforced by man- 
agement. 


At Levy’s every man appreciates the good effect 
orderliness and neatness has on the customer and on 
his own ability to carry on his work, Every man has 
an intense pride in carrying on his part of the organi- 
zation in the best possible manner. 


This was evidenced in the two floor men who spent 
all their odd moments for 10 days trimming the main 
display window. (See photo.) It would do justice 
to an expert window trimmer. The knowledge of the 
importance of neatness and the pride in it were also 
evidenced by the two warehouse men who had charge 
of the water and soil pipe and allied items. The 
whole room was spotless, but these two men took a 
quick look and adjusted a couple of pipe ends evenly 





HERE IS a typieal Levy display. Neatness and orderliness are 
featured. Men know their own sales approach and interest in 
customers are as important as good displays. 


before they allowed your reporter to take a picture. 
Such neatness stems from the management. The 
Levy brothers know that it is good business, and that 
it makes for more efficient men. But it is not ac- 
complished in the organization merely by seeping down 
from the top. 
EMPLOYE EDUCATION 


"he Levy brothers have a planned operation to teach 

' men good business methods. At 1egular inter- 
the men are taken downtown to dinner, then back 

to (he yard for a short, concentrated meeting in which 
new ideas, and new ways of doing things are discussed 
au hashed out. As often as possible, manufacturers’ 
are brought in to explain their particular prod- 
their strong selling points, and to pass along 

ral, good merchandising, display and selling 


‘at is the way the two window trimmer salesmen 
ped their own ideas to the point where they 
do an expert job on the window. The method 

‘ urges the men on to think up new ideas because 


ING PRropuctTs MERCHANDISER 


Sound, progressive business methods have 
made Levy Bros. a Louisville institution. What 
the customer sees is only part of the story. 


their interest is captured in doing the best possible, 
sound selling job. 

One of the most important parts of these meetings, 
and one that makes for the spirit of cooperation that 
is in the air around Levy’s, is included in this sen- 
tence! “The men are taken downtown early for din- 
ner and then back to the yard for a short, concen- 
trated meeting.” Management rarely takes into con- 
sideration to the same degree that Levy’s does, the de- 
mands that the men are liable to resent as infringe- 
ments on their personal life. Calling a meeting that 
drags out through a long evening is one such infringe- 
ment. Levy’s avoids long meetings, and many other 
demands on the border line. 

This results in two happy circumstances. First, 
Levy’s can fairly expect each man to do his job to the 
best of his ability, and second, each man is intensely 
interested in doing a progressively better job. He 
understands that doing his job well is good for busi- 
ness. He knows that good business is good for him. 





WATER HEATERS grouped around post. Major appliances 
to complete a house ready to use are part of Levy’s building 
materials service. 





DISPLAYING ordinary materials so that they demand and 
get customer attention is expertly done at Levy’s. Notice the 
small size pieces of plywood. They are priced by the piece 
with cutting charges included. 
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Dealers who sell “package” 
barns find prosperous source 
for increased business 


MPORTANT CHANGES are 

taking place on the American 
farm today. As a business, farm- 
ing is undergoing an evolution that 
is rapidly placing it on the same 
plane of efficiency and scientific 
operation with other modern in- 
dustries; and the farmer himself 
is a business man with a keen eye 
for methods and practices that will 
increase his productivity and 
profits. 


As one means of achieving this 
end, thousands of farmers through- 
out the country are giving particu- 
lar study to the type and arrange- 
ment of their buildings, and the 
number of new barns constructed 
during the past few years has 
jumped tremendously. 






The trend continues to look good. 
A recent survey made by the Mid- 
west Farm Paper Unit in the 
Dakotas, Nebraska, Minnesota, 
Iowa, Wisconsin, Illinois, and In- 
diana indicates that 78,325 new 
dairy barns will be built in these 
nine states during 1949. A full 
recapitulation of this survey will 
be given in an early issue of 
AMERICAN LUMBERMAN. 


These circumstances are partic- 
ularly favorable for the building 


EQUIPMENT AND SUPPLIES for the milk room are profit- 
able lines for dealers located in the dairy sections of the coun- 
try. Manufacturers’ advertising helps (right): newspaper mats, 
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material dealer who serves a rural 
trading area; but as is true of all 
potential markets, the degree of 
success in developing it rests large- 
ly with the dealers’ efforts to capi- 
talize on it. 

One of the most significant 
points in this regard is the fact 
that the package sale of barns 
has resulted in outstanding suc- 
cess for dealers who have prac- 
ticed this method of selling. These 
dealers have found that a complete- 
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direct mail folders, barn plan books, ete. are designed to pro 
duce live prospects for package sales. 
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Rural Dealers’ Sales Program - 





VENTILATORS AND LIGHTNING pro- 
tection systems are standard equipment 
for most types of barns and farm build- 
ings. 


ly finished and equipped barn is 
easier to sell than are the individ- 
ual materials used in its construc- 
tion; that the added profits from 
the equipment is a worthwhile 
piece of business; and that the 
farmer customer appreciates the 
service offered by the “one stop” 
dealer. 

COORDINATED SELLING PROGRAM 

Previous “point of sale” articles 
in this magazine have stressed the 
importance of coordinated mer- 
chandising programs to develop 
or stimulate sales; and the three 
essential parts of a “hard hitting” 
program for any product or pack- 
age handled by the modern building 
material dealer apply just as faith- 
fully in the sale of barns and barn 
equipment: (1) sales personnel 
for personal contact, (2) effective 
advertising to develop prospects, 
and (3) attractive store display 
for demonstration. 
Manufacturers of equipment 
use’ in modern farm buildings 
off: a wealth of helpful material. 
They have designed point-of-sale 
displays that demonstrate their 
procacts effectively and in a com- 
pac” space. They provide advertis- 


CI \RT (RIGHT) SHOWS how display, 
‘ising, and product knowledge are 
cou'ned to make up a successful pack- 
ay les program. 


Busoinc Propucts MERCHANDISER 


ing mats and direct mail folders. 
Some even provide a barn planning 
service, to help the farmer cus- 
tomer get exactly the building and 
equipment he needs for his opera- 
tion. 

What is meant by barn equip- 
ment? On a _ story-and-a-half or 


two story cattle barn, the structure 
includes not only equipment to 
properly house the stock, but it 
also should have those items that 
provide efficient moving and stor- 
ing of feed. For example, the most 
common equipment installed in 
cattle and stock barns would ipn- 
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CUSTOM 
MILLING 


Transit Rates 


Insured storage and air 
drying yard. 


Ship your lumber green or 
partially dried to be milled, 
and shipped on order. 


Located on both the Soo 
Line and C & NW Railroad. 


WALLRICH’S 


M. J. Wallrich Land 
& Lumber Co. 


Shawano, Wisconsin 











RBrown’s 


AUPERCEDAS 


Guaranteed 90% Red Heart or Better 
Only SUPERCEDAR is of 100% oil content 
the same uniform high Suggest Cedar Lined 


ality standard that 
Cnapentese every Closets to Every Home 
Builder. There is 


package to contain 
90% Red Heart or os Better than 


better, and 100% 
oil content 
which produc- 
es the pleas- 
ing aroma. 


SEALED 
PACKAGED 
LABELED 


More home Seiden are 

specifying cedar lined 

closets today than ever— 

and Brown's SUPERCEDAR 

is nationally advertised to 

thousands of new home pros- 

pects, architects and builders. 

SUPERCEDAR closet lining is 

surfaced, tongue and grooved, 

ready to put on with no waste. 

Packaged and sealed with the 

eo. C. Brown label and guaran- 
tee, famous since 1886. 


Product of 


GEO. C. BROWN & CO. 
GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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STORE DISPLAYS like the one shown 
above, and at the right, are excellent 
point-of-sale demonstrators. They pack a 
lot of sales appeal in a small area. 


clude stalls, stanchions, dividers, 
hay tracks and earriers, rust 
shields, bearing posts, feed carts, 
unit garage type doors and hard- 
ware, slings, pulleys, water cups, 
ventilators, lightning protection 
systems, milk room equipment, etc. 


Not only can these products be 
used in package barn selling, but 
they also make excellent “leaders” 
to draw customers into a store; for 
their sale is not confined to new 
structures alone. A tremendous 
market exists in refurnishing and 
modernizing older buildings as 
well. 


The selling system works the 
same in all cases. For example, a 
farmer customer has an old barn 
to be remodeled. In the vast major- 
ity of cases, the old barn is also 
in need of new equipment. The cus- 
tomer comes first to the building 
material dealer to find out how 
much it will cost to modernize the 
barn. It would be a rare case in- 
deed if he were to go first in search 
of the equipment. 


Thus the dealer has the first 
contact with the customer, and a 
beautiful opportunity is presented 
to figure the whole job including 
the fixtures, which to the custom- 
er’s way of thinking are also an 
integral part of the completed 
structure. 


CUSTOMERS LIKE PACKAGE BUYING 


The importance of that fact can- 
not be overestimated. Merchan- 
dising experience, in all industries, 
has proved that the customer often 
thinks of a purchase in an entirely 
different light than does the retail- 





er whom he contacts. With build- } 
ing materials, the dealer is inclined 7 
to think of a house, a building, ora 
barn in terms of the various ma- 
terials that go into it; while the 
customer thinks in terms of the 
complete job, ready for occupancy 
or service. That’s why so many 
industries are so interested in com: | 
plete unit selling; “package sell- 
ing” as it is more commonly 
termed. 


In the case of barn equipment, 
such a sales program has no disad- | 
vantages. It is a profitable line. It 
requires no special handling, stor- 
age, or installation facilities. It 
“ties-in” very closely with the sale 
of building materials as they are 
used in a barn. It requires no spe 
cial service or maintenance; and 
what perhaps is most important, it 
requires no special organizational 
set-up. 


To the dealer who desires 1 
promote the market and to estab- 
lish a point of sale program ac 
cordingly, the potential is of such 
size and scope as to offer strong 
promise of a rich return in it 
creased business. 
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--- when you handle New Holland Roll Valley 





s of the 
ecupancy § 
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IN GOOD SUPPLY. . . Order now. New 
Holland Aluminum Roll Valley comes 
019” thick (26 gauge) ...14”, 20” and 
28” widths . . . continuous coils 10 ft. 
and 50 ft. per carton. A New Holland 
Profit-Product . . . Backed by New 
Holland’s Dealer Profit-Proposition. 
Ask about complete line. See below. 
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O1p rooFs. New roofs. Roofs of alu- 
minum, composition, wood shingle. 
It’s all the same to you... 

With New Holland Aluminum 
Roll Valley you’re ready with the 
material everyone likes .. . rust- 
proof... fireproof... never needs 
painting . . . goes well with any type 
of roof. 


What’s more, with New Holland 
Aluminum Roll Valley you’re ready 
to roll—with savings for your cus- 
tomers—with profits for yourself. 
For first cost is reasonable —and it’s 
last cost for many, many years. Then, 
too, roll valley is light, inexpensive to 
apply—so pliable it is easily formed 
in valleys and for flashing. 


New HOLLAND ALUMINUM ROOFING 





5 





SIDING...ROOFING ACCESSORIES 


—------------------4 


DEPARTMENT A-59 


iN ADDITION to roll valley, the New 
Holland aluminum line includes: 

types of reofing—corrugated, 5-V 
‘rimp, standing seam; the first two 
available in 3 thicknesses, 7 lengths 

5, 7, 8, 9, 10, 11, 12 feet: weather- 
board siding; also line of accesso- 
ries—flashing, plain and corrugated 


ridge roll, gambrel roof joints, nails 
with washers. 

Exclusive distributor, Forbes Galva- 
nized Steel Fabrics, east of Miss. 

Get full details—prices, discounts, 
deliveries. Find out how New Hol- 
land helps keep business going all 
the time. Just fill in coupon. 


Am especially interested in_________ 


NEW HOLLAND METALS CO., MOUNTVILLE, PA. 


Name 





Company 


Street 








City 


State 
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Good Windows 
Catch Customers 





People stop, look and buy since Dougherty’s ' ia a Z a N 
started decorating the windows of their P | 
west side Cleveland yard every week 





DOUGHERTY’S WINDOWS are lighted 

at night even though the store is located 

on a side street. Movie goers park near 
the store. 





HE WINDOWS are the real en- 
UNFINISHED FURNITURE — chests, bookcases and cabinets have been best sellers trance to the store,” somebody 
since the window display was inaugurated. Manufacturers’ service sheets on how to said. “To be sure, the feet go in 


finish furniture are part of the display. meats the deme, tat ttn one . 
in through the window.” BP 


Good window displays will pay 
40 to 60 percent of a store’s rent; | 
poor window displays will drive | 
away potential customers. Fixing el 
a good window display is more than in 
just “putting something in the ti 
window.” It takes time and a cer- @ og; 
tain amount of talent. = di 


You might expect that a lumber J to 
woman executive would give partic: ar 
ular attention to her store windows. 

And you are right in the case of ck 
Miss E. C. Reinker, manager of the S¢ 
Dougherty Lumber Company’s west th 
side yard in Cleveland, Ohio. = Ww 

The store’s six windows are 
changed every Wednesday after- @ © 
noon when neighborhood stores are 





ALUMINUM PRODUCTS (left) make a di 
unusually attractive window. The display h 
includes conductor pipe, eaves trough’, ye 
corrugated roofing — every item priced. ve 
Shoppers are a to “Use our budget 

plan.” 
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Advertising 
Window 
Display Tieup 





MICALITE 


13-1b. Bag 4,16 


Light - weight! 


NEWSPAPER ADVERTISING 


and window displays combine to 


stimulate consumer interest. All ft. 
types of insulation illustrated Q” 
here were seen in window dis- 


plays. 


Covers 204% sq. 
when Isid 


thick! Ver- 
min-proof, Fire 
resistant, 


RIMSUL 


RR % 


ROCKWOOL 
m330 


SISALATION 
Sq. Ft. 2c 


Imagine! Only 
2i%4c sa. ft. to 
insulate with 
aluminum - 
coated Sisala - 
tion. Apply on 
rafters. Boll 
36” wide.~ 500 
sq. ft. 


BALSAM- WOOL 








LOOSE 
ROCK WOOL 


35-lb. Bag 98¢ 
Covers 30 sq. ft. 
2” thick. 


ROCK WOOL 
BATTS 


2.96 
Full thick. 46 
Sq. Ft. Carton. 





oN 


FIBRE GLASS 
WOOL 


60 Sq. Ft. 
Carton 3.15 


An amazinsly 
low price for 
this 16” width 
insulation. Mois- 
ture barrier on 
oné side; nailing 
flange. 





Sq. Ft Gioc 


Fits standard 
studding. Extra 
strong water - 
proof paper. 
Nailing flange. 
Standard thick- 
ness. Conductiv- 
ity only .246 
inch! 











DRAMATIC DISPLAYS of insulation of all types has made many sales. Note the neat 
placards and price signs. Catchy questions, “What’s winter protection worth to you?” 
and “Which of these interests you most?” start consumers thinking. 


closed and street traffic is at a min- 
One man, a former full- 


imum. 


time employe of the Dougherty or- 
ganization has a knack for window 
display, does the job. It takes three 
to four hours. All the windows 
are washed at the same time. 
After a four months’ trial of 
changing windows on-a_ weekly 
schedule, Miss Reinker is convinced 
that good window displays are 
worth the trouble. A sizeable pick- 
up has been noticed in the sales 
of insulation, tile board and unfin- 


PANELING BOARD (right) in 12 differ- 
ent types, each labeled and price marked, 
fa'“hes prospective remodelers. The win- 
sign says: “Good News! You can 
Have your choice of these materials for 
your recreation room. Let us suggest that 
‘op in at your convenience and get 
an estimate.” 


Vor 


Buiinoryc Propucrs MERCHANDISER 








ished furniture—all of which have 
been featured in window displays. 
The company’s advertising is fre- 
quently tied in with its window dis- 
plays. 

When AL&BPM’s representative 
called, the six Dougherty windows 
presented these exhibits: aluminum 
and aluminum paint; insulation— 
Kimsul, glass wool, rock wool, bal- 
sam wool, micalite, loose wool and 
rock wool batts; asphalt shingles 
and drop siding; tile board; pan- 
eling board, 12 different types; un- 
finished furniture. 


The Dougherty windows meet 
the seven tests for good window 
display: 

1) Group related items. 

2) Suggest uses for articles dis- 
played. 

3) Price mark every item. 

4) Display seasonable items. 

5) Change displays frequently. 

6) Keep windows clean inside 
and outside. 

7) Keep displays simple and un- 
cluttered. 
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Convention Highlights 


FLORIDIANS MEET 


Dealers advised to use sound 
merchandising, selling methods 


OVER 300 registered guests at- 
tended the 29th annual convention 
of the Florida Lumber and Mill- 
work Association, held this year 
on March 24-25 at the Soreno hotel, 
St. Petersburg. 





Marie Bennett, secretary of the Florida 
Lumber and Millwork Association. 


Speakers stressed the increasing 
importance of merchandising, 
sound selling methods and better 
public relations. In regard to the 
_latter, Stanley Horn, editor of 
Southern Lumberman, urged deal- 
ers to do a complete job of telling 
their respective communities about 
the outstanding job the industry 
has done in the small house field. 
He cited the I-E house in particu- 
lar. 

Dealers participated in the 
AL&BPM survey of dealers to 
determine current selling practices. 

The following officers were elect- 
ed: 

Robert Morris, of Jacksonville, 
president; Ray Tylander, West 
Palm Beach, and Forace Holland, 


70 


Panama City, and Francis Igou, 
Orlando, vice presidents. Marie 
Bennett, Orlando, was held over as 
secretary-treasurer. The new board 
of directors are: R. C.:Hauk, St. 
Petersburg, District 12. A. E. 
Thornton, Tallahassee, District 2; 
Virgil Wilder, New Smyrna, Dis- 
trict 4; L. D. Mullins, Jr., Riviera 
Beach, District 6; Edward Simp- 
son, Ft. Myers, District 8; J. E. 
Griffin, Lake Wales, District 10; 
L. E. Todd, Ocala, District 14. 

Harry L. Lawson, Miami, re- 
tiring president, was named Na- 
tional Director and _ director-at- 
large. Assistant directors chosen 
are Luke Bludworth, Miami; John 
Rourk, Orlando and Gene Chaisson, 
Jacksonville. 


NEW JERSEY 


65th annual convention sees 
good crowd at Atlantic City 


WITH 486 attending and 300 
paid registrations, the New Jersey 
Lumbermen’s Association held its 
65th annual convention in Atlantic 
City on April 7-8. 

Election of officers saw Don 
Sterner installed as the new presi- 
dent and Dealer-Director of NLRD. 
Adolph Jaeger was elected first 
vice-president; Arthur M. Mason 
second vice-president; G. Bernard 
Roesler, treasurer; and Edward C. 
Frick was re-elected secretary-man- 
ager. 


MISSISSIPPI 


Lumber group holds its 
most successful meeting 


THE 23rd annual meeting of the 
Mississippis Retail Lumber Dealers 
Association, held April 7-8 at 
Biloxi, was generally considered by 
dealers present as their best con- 
vention yet. 

An all-star lineup of speakers 


Mav 


/ 


were both instructive and eniter- 
taining. Manufacturers’ exhibits— 
45 in all—overflowed the new ex- 
hibit hall out into the hotel lobby, 

Following the suggestion of the 
nominating committee, of which §. | 
H. Varnado of Builders Lumber | 
and Supply company, Jackson, is | 
chairman, the following officers 7 
were unanimously chosen to serve | 
during the current fiscal year: | 


W. L. Solomon, Y. D. Lumber § 
Company, Belzoni, president; Earl | 
M. Jones, Trenton Lumber Com.- | 
pany, Jackson, first vice president; 
R. C. Stockett, Jackson Lumber 
Company, Jackson, second vice 
president; R. B. Vaughn, Gulf Coast 
Lumber Company, Biloxi, National 
dealer director; E. B. (Ted) Lem- 
mons, Jackson, executive secretary, | 
treasurer; W. P. Kelly, Builders 
Lumber and Supply Company, Wi- 
nona, chairman finance and mem- 
bership committee. 


The Executive committee will be 
composed of: W. L. Solomon, Bel- 
zoni, chairman; W. L. Solomon, Bel- 
han, Columbus, E. M. Jones, Jack- 
son, R. F. Evans, Vicksburg, L. 
C. Gilbert, Jackson, R. B. Vaughn, 
Biloxi, Oscar F. Temple, Yazoo City, 
J. L. Virden, Greenville, R. C. 
Stockett, Jackson, S. H. Varnado, 
Jackson. 


Directors—District 1. F. H. Can- 
non, Clarksdale, Harry B. Hunger- 
ford, Jonestown; District 2. W. H. 
Parkinson, Greenville, Joe T. Hyde, 
Drew, Jackson, Jack Nowell, Cleve- 
land, George E. Scott, Cleveland; 
District 3. R. F. Evans, Vicksburg, 
Oscar F. Temple, Yazoo City; Dis- 
trict 4. H. S. Prosser, McComb, 
G. W. Roll, Natchez; District 5. 
J. G. Hogue, Gulfport, W. H. Mur- 


E. B. Lemmon, secretary of Mississipp! 
Retail Lumber Dealers Association. 
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ERNE ne perm on: WI 


phy, Hansboro; District 6. Royce 
Kimbrell, Meridian, S. H. Varnado, 
Jackson, T. A. Higdon, Forest; Dis- 
trict 7. T. B. Miller, West Point, 


W. P. Kelly, Winona; District 8. J. 
Murphy Thomas, Jr., Tupelo, D. 
O. Puckett, Jr., Tupelo, J. R. Gal- 
ean, Jr., Corinth. 





These Association Ideas 
Deserve Oscars 


ACCOUNTING SERVICE 


Illinois association offers 
members bookkeeping plan 


WITH the cooperation of its ac- 
counting consultants, Wolf & Co., 
Chicago, members of the Illinois 
Lumber and Material Dealers Asso- 
ciation, Inc., now have a modern 
accounting plan available to them. 

Wolf & Co. made over 300 ae- 
counting installations under the 
auspices of the National Retail 
Lumber Dealers Association some 
years ago. The firm has recently 
revised and modernized this sys- 
tem, 

The new system is not a package 
of books and forms. It is an ac- 
counting plan. Wolf & Co. believes 
that most dealers have sufficient 
accounting books and records. What 
is needed is a correlation of the 
information they now have. The 
current plan is devised to produce 
information in usable form for 

1. Monthly operating statements 

2. Control over expenses 

3. Control over inventories and 

4. Intelligent planning 

Illinois members through the 
bulletins issued by Secretary J. D. 
McCarthy will be told what their 
books ought to show them and how 
they can find this information. 


EYE APPEAL 


Good displays can sell 
your building materials 


DISPLAY ranks high with most 


of today’s suecessful merchandisers. 
Super-markets and the big chains 
depend more and more upon the 
attractive appearance of their mer- 
chandise to create sales. 

Eyesight distribution is the con- 
Stant objective of several of many 
of the large chain organizations 
Who have found it impractical or 
even impossible to rely on the hu- 
man element to provide the selling 


“push” that moves the goods. 
Display is almost an unknown 

quantity in most lumber yards, 

not because building materials do 

















Bur 


‘NG Propucts MERCHANDISER 


not lend themselves to such treat- 
ment, but because the various 
elements involved in modern mer- 
chandising are not commonly em- 
ployed in the industry. 

It may be a long time before 
display comes to full bloom in the 
lumber yard but it must not be 
overlooked that building materials 
are moving into more and more 
retail establishments where it is 
commonly employed to help make 
sales. 

The question to be considered 
is whether lumber yards, where the 
vast majority of materials do not 
enjoy the benefits of attractive 
display, can compete successfully 
with establishments where maxi- 
ynum use is made of one of the most 
important factors employed in 
modern merchandising. 

The point has been made by a 
well-known retailer that a success- 
ful merchandiser will take $30 
worth of building materials and 
make it look like $3,000,, while a 
$3,000 stock of the same materials 
in a lumber yard is piled so that 
it looks more like $30. 

It may not be possible for lumber 
dealers to match Main Street dis- 
plays and it probably isn’t neces- 
sary. On the other hand, attractive 
appearance is just as appealing in 
the lumber yard as it is in any 
other retail establishment. 


from Mountain States Lumber Dealers 
Association 


IDEA FROM DENVER 
Imagination can make profits 
from "cat and dog" materials 

FOLLOWING in the wake of a 
prolonged sellers’ market, the prob- 
lem in many a lumber yard is how 
to dispose of the “cats and dogs” 
which have accumulated as a re- 
sult of tie-in sales or hopeful pur- 
chases in an effort to “get some- 
thing to sell.” 

Regardless of how unsaleable an 
item may appear to be there is a 
profitable use for it in the area. 
Sound merchandising practices 
call for a study of each slow-moving 





item or grade of lumber in order 
to determine where and how it 
can be used profitably by the cus- 
tomer. 

Once this is done the rest is 
comparatively easy. The secret of 
the successful selling of difficult 
items is not found in attempting 
to dump them as raw materials, 
at a price so low it will attract buy- 
ers, but with sufficient ingenuity 
to figure out how to use them. 

Strange as it may seem, end-use 
instead of price is the dominant 
factor in the profitable sale of un- 
wanted “cats and dogs.’ Many a 
pile of tough items has melted when 
they were turned into something 
useful for the home or the farm. 

Raw materials, even in higher 
grades, have little consumer appeal 
except for the rare customer who 
possesses the necessary imagina- 
tion to enable him to look beyond 
the product and figure out what 
can be done with it. 

When the lumber dealer is bless- 
ed with the same ingenuity his 
“cats and dogs” soon become less 
of a problem. 


from Mountain States Lumber Dealers 
Association 


SHORT COURSE NEWS 


Retailers gather to honor 
students of retail methods 

NEW YORK STATE retail lum- 
bermen put the frosting on the 
cake by attending the graduation 
of students enrolled in short course 
in retail lumber operation and mer- 
chandising. The banquet and course 
are sponsored by the Northeastern 
Retail Lumbermens Association. 

The work is conducted by the 
New York State College of Forest- 
ry in Syracuse. 

The latest class was graduated 
in March. 

Certificates of completion were 
awarded to each man for success- 
fully completing a course that was 
designed to help the retail lumber 
yards in their operational and sell- 
ing techniques. The certificates 
were well earned by the graduates 
for they had just received almost 
200 hours of lectures presented to 
them by the top men in the light 
construction industry and faculty 
members of the New York State 
College of Forestry. There were 
over 165 different publications 
given to the class of the Retail 
Lumber Institute to augment and 
clearly aid those men in future 
innovations in the building in- 
dustry. 

This is the eighth institute of 
its kind sponsored by the North- 
eastern Retail Lumbermens Asso- 
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KEYSTONE WIRE CLOTH CO., Hanover Pa. 
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counts on the following. 

~ Keystone Frameless Tension Screens — P 
Keystone Sun-Vita plastic coated wire rein- 
forced cloth 

D Keystone Insect Wire Screening 


metal insect scree 
lity in screening 
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wire. 


KEYSTONE 


WIRE CLOTH CO. 
HANOVER, PENN. 








ciation, and they have achieved 
country-wide recognition in devel- 
oping courses of this nature that 
aids management in the training 
of employees to keep up with the 
progress that the building industry 
has shown in the last few years. 

The industry Engineered House | 
was one of the outstanding features 
of the course, for this home ig 
designed to reduce the cost of con- 
struction and place a suitable and 
livable home before the public at | 
a price that the public can afford | 
to pay. 

The class was fortunate enough | 
to have Mr. C. Arthur Bruce, Ex- 
ecutive Vice-President of the E. L. 
Bruce & Co. of Memphis, Ten- 
nessee, travel to Syracuse and 
lecture on Hardwood Flooring. 
Many other top-notch men in the 
building industry travelled from 
distant points to give the students 
of the Retail Lumber Institute 
progressive 
retail lumber business. 

Mr. G. Kenneth Milliken, As- | 
sistant to Mr. Paul S. Collier, 
Secretary-Manager of the North- § 
eastern Retail Lumbermens Asso- | 
ciation, presided as Toastmaster 
and introduced the many guests 
present. 


The graduates were given Certif- 
icates of Completion by Dean 
Hardy L. Shirley of the New York 
State College of Forestry, and the F 
honor roll of students from all over [ 
the northeastern part of the coun- 
try was read by Mr. Edward J. § 
Hoffman, Chairman of the Educa- 
tional Committee of the North- 
eastern Retail Lumbermens Ass0- 
ciation, and President of Frontier 
Lumber Company, Buffalo, N. Y. 


Dean Shirley addressed the class 
and gave an inspiring speech that 
sent the graduates off to their re- 
spective lumber yards with confi- 
dence and a desire to increase their 
efficiency in serving the public. 
Other guests at the head table 
were: Mr. Robert Ward, Presi- 
dent, McDowell Lumber Co., Inc, 
Syracuse, N. Y.; Mr. John W. Dain, 
President, Dain Supply Co., Maho 
pac, N. Y.; Mr. C. P. Cronk, Presi- 
dent, M. D. Greene Lumber (6, 
Auburn, N. Y.; Mr. Frank #. 
Morin, Treasurer, Morin Brothers, 
Inc., Fulton, N. Y.; Mr. Anthony 
Russell, Manager, Russell Fuel & 
Supply Co., Wolcott, N. Y.; Mr 
Sterling Pierce, Manager, L. & 6 
Crouse & Co., Memphis, N. Y.; and 
Mr. Ray P. Birmingham, Educa | 
tional Director, Northeastern Re 
tail Lumbermens Associatiol, 
Rochester, N. Y. 
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Illinois firm reaping the bene- 
fit of providing ample room 
out back for storage and 
truck movement 


WO DEALER PROBLEMS— 
easy access to yard materials 
and proper display of building ma- 
terials, were solved in the layout of 
| the Jersey Lumber Co., Jerseyville, 
Ill., which opened two years ago. 
In designing the yard, Mr. and 
Mrs. George Hoffstetter, owners, 
achieved a layout which makes ma- 
terials easy to unload and store 
and easy to inventory. At the same 
time, sales items are so carefully 





Yard Layout 


displayed that much of the selling 
is self-service. 

Although several of the com- 
pany’s five trucks may be loading 
out at the same time, the driveway 
and yard (202x152) afford ample 
room. Driveways on either side of 
the office building are flanked by 
warehouses, each 26x52; the north 
warehouse is used for millwork and 
the south warehouse for plywood, 
insulation and moldings. Adjacent 
to each of these warehouses are 
lumber sheds, each 100 feet long. 
Running the entire length of the 
yard is an enclosed warehouse 
(29x102) for cement, plaster, shin- 
gles, etc. 

Near the carpenter shop is open 
storage space for brick, tile and 














NOTE THE TWO wide driveways to the 
yard of the Jersey Lumber Co. (above). 
Store is located one-half mile from center 
of town on a heavily traveled highway. 


concrete blocks, stacked by islands 
for easy access by: the trucks. 

The inside sales floor (38x92) is 
covered with asphalt tile. Continu- 
ous fluorescent tubes provide the 
lighting. The sales counter is in 
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YARD LAYOUT PLAN of the Jersey 
Lumber Co. (above) indicates careful 
planning to facilitate rapid storage and 
delivery. One large section of the yard 
(left) is devoted to hard materials. There 
is ample room for customer vehicles as 
well as company trucks. 
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DISPLAY ROOM (left) FEATURES , 
cabinet display of tools. The floor jg 
asphalt tile. 


APPLIANCES AND PLUMBING fix. 
tures (below) are given major display 
space in one corner of the store. 


the rear of the store with out- 
standing displays of tools and 
paints given dramatic treatment by 
cabinet and shelf space. Plumbing 
fixtures and home appliances are 
displayed in another corner of the 
store. 

Jersey Lumber Co. is located half 
a mile from the shopping center of 
Jerseyville, a town of 5,000. Ample 
parking space is available. R. V. 
Orris is the store manager and 
John B. Mathis, assistant manager. 











The Economy Lumber 

for Light Construction — 

Small Homes and Farm Buildings 
Summer Cottages, Crates, Boxes 





For Builders Who Want Selects, Shop, Common 
to Reduce Costs... Dimension, Mouldings, Cut Stock 





Cash in on the low cost home and small farm 
structures market with Tarter, Webster & 


Johnson White Fir. 


Just the ticket for studs, rafters, joist, roof- 
boards, sheathing, sub-flooring for the lower 
cost buildings. 


Standard manufacture. Association grades. 


Prompt shipment. 





Air Dried or Kiln Dried 
Double-end Trimmed 
Dimension Eased-Edge 


No. 1 Montgomery St., San Francisco, California 
P. O. Box 1731, Stockton, California 
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© rreved in Acton Use : 


The Heatilator unit assures a properly oper- = ; Heatitatos 

ating fireplace . . . circulates heat . ... will not rp —— 

—<—$<$—<———_ smoke. These are verified facts—proved by 22 

4 years of satisfactory performance in hundreds 

Bs of thousands of homes and camps throughout 

America. The Heatilator Fireplace lives up to 
customer’s expectations. 


‘ © Adds Little to Cost 


The Heatilator unit is a scientifically designed 
heating chamber that serves as a form for the 
masonry. Complete from floor to flue, it as- 
sures proper construction . . . saves labor and 

; materials . . . adds little, if any, to the cost of 
— the finished fireplace. 


© Nationally Advertised 


Nationally advertised since 1927, the name 
Heatilator is a familiar ‘“‘buy’’ word in the 
public mind. This year more hard-hitting ad- 
vertising will appear in leading national maga- ef 
zines than ever before—creating increased “ we “< 
salesin yourterritory, (i ee ee OOS Oe “e 
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314 E. Brighton Ave., Syracuse 5, N. Y. 
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Fact and Comment on 
Nation’s Affairs 


Basic trends can tell you what 
market to expect before it is upon 
you. Are you using published 
business facts to guide your busi- 
ness better? 


MARKET ANALYSIS is mighty im- 
portant ammunition to use in deciding 
what your sales will run, what your cus- 
tomers are going to want to buy, and 
how you are going to have to sell and 
finance them. 


What kind of job do you do analyzing 
your sales, and your customers’ needs 
and demands for twelve, six, or three 
months ahead? 


Take the farm employment picture, 
for an example. Is it true in your par- 
ticular region that the number of farm 
help has dropped by a third? If so, the 
trend is traceable to mechanization. 
Less hired help means more purchasing 
power in the owner’s pocket. But it also 
means more and sharper competition for 
that purchasing power. 


Why? Because the machinery people 
are selling the farmer on the idea that 
mechanization means less work and an 
easier life. You know yourself that ap- 
peals to the farmer. But have you gotten 
around to selling your materials on that 
basis, wrapped up in a package, and 


with a building plan to prove the design” 


will save the farmer time, effort and 
money? If not, if you’re still selling 
lumber by the thousand foot and nails 
by the pound, it is time to analyze how 
your competitor for the farm dollar is 
selling his product. 


For another example, stack up the 
latest trend of food prices compared to 
the price of building materials. The 
farmer’s dollar is beginning to pinch 
by comparison. Does that mean the 
farmer will make more of his purchases 
on credit? Do you have a time payment 
plan so he can buy your products easily? 


Total cash farm income is on the 
downgrade, mortgages on the upgrade. 
How will these and many other facts 
of farm economics affect your business 
six months from now? It is time to 
consider, plan, act. 
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Average for the 
United States 
+2.8% 





FARM INCOME IN 1948 AND 1947 


Per Cent of Increase or Decrease in Cash Income from Farm 
Marketings by States in 1948 Compared with 1947 


[Government Benefit Payments Not Included] 
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PERMA GLAZE 
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LABORATORY CONTROLLED 






ge PERMA GLAZE works fast . 
Straight from production. 


. . Stays put. Ship or move to stock 


*® No priming, no reglazing. The job is fast and complete the FIRST 
time with PERMA GLAZE. 


W Tough, fast setting outer surface protects soft adhesive bond, 
insures permanent glazing seal. 


Yk Laboratory controlled in production, PERMA GLAZE remains 
resilient, unaffected by climatic changes. It does not crack or check. 


4 PERMA GLAZE remains in suspension in storage, ready for use 
instantly. No-reworking necessary. 


Ye Custom designed to speed production, eliminate glazing problems, 
PERMA GLAZE is better for any job, any time, any place. 





BIG Warehouse, loaded to the eaves with ply- 
wood, at the other end of your telephone. Same as 


your own inventory —syet you have no worries — 


saves you money! 


BIG— sui stocks of Fir Plywood, Hardwood Ply- 
wood, Johns-Manville Products, Upson Panels, Tylac, 
Monsanto Rez, Heatilator, Chromedge, Doors, Tuff- 
Cote, Wood Mouldings, Louvers. 


BIG enough to take advantage of operating 


economies—and pass these savings on to you. 


BIG enough to give you “same day” shipping 
service—if you phone us, collect. 


BIG enough to use 8 trunk lines to always keep 
Garfield 4433 reachable. 


BIG_ Price and Data Book free for the asking, 
full of product information, sales helps, up-to-the- 


minute prices. 
Your Best Bet for Big Profits! 


udiauapolis Plywood Corp. 


1300 BEECHER STREET - GA. 4433 - INDIANAPOLIS 7, IND. 
Offices also at Ist and East Columbia St., Lafayette, Ind. 


“lhe Oho Valley Plywood Co. 











VINE at SPRING GROVE - CINCINNATI, OHIO - WOODBURN9280 
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By R. P. A. Johnson 
Engineer, Forest Products Laboratory 


INCE WORLD WAR II ended, 

the Forest Products Labora- 
tory has directed a great part of 
its research toward meeting the 
urgent needs of the housing indus- 
try. It has pioneered radically new 
conceptions; it has further devel- 
oped designs and methods born in 
the years just before the war; and 
it has re-examined certain long-ac- 
cepted construction practices with 
the idea of making a sharper ap- 
praisal of their real merit engi- 
neeringwise. Much of this work 
has been carried out with the co- 
operation of the Housing and Home 
Finance Agency. 


As the Forest Products Labora- 
tory views the light construction 
situation, it finds its housing re- 
search objectives shaping up about 
as follows: 1) improve the per- 
formance of existing materials and 
construction types; 2) develop 
new materials and building meth- 
ods of wood and wood-base materi- 
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als so as to relieve the drain on 
raw materials and utilize more 
thoroughly what we have, thus in 
effect increasing the total forest 
supply. 

Accomplishment of the first ob- 
jective is largely a matter of edu- 
cation—of getting the industry to 
take fuller advantage of the 
knowledge already at its disposal. 
Toward this end, the Laboratory, 
in cooperation with HHFA, has re- 
cently published two major hand- 
books, Technique of House Nailing 
and Manual on Wood Construction 
for Prefabricated Houses. The 
manual, in particular, broadly re- 
views existing knowledge on such 
varied subjects as wood properties, 
glues and gluing, preservatives, 
paints, insulation, vapor barriers, 
fastenings, and machining, and is 
thus a handy compendium of in- 
formation for conventional build- 
ers. 


NEW MATERIALS AND METHODS 


THE Laboratory’s postwar re- 
search program in housing has 
been largely aimed at attaining the 


tn. 
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Forest Products Laboratory in 
Madison, Wis. 


second objective. 
has been pretty well concentrated 
on new materials and methods, old- 
er ones have not been overlooked. 
For example, research has _ been 
done to find suitable ways of mak- 
ing fiberboard from waste wood of 
sawmills, planing mills, furniture 
plants, and other wood-using indus- 
tries by small board-forming ope!- 
ations. Again, conventional fram- 


ing methods are being re-examined | 


to determine whether the long-es- 


tablished practice of spacing such J 


members as studs and joists 16 
inches on center is wasteful of ma- 
terial from the point of view of 
good engineering design. 

New materials and methods are, 
however, getting close attention. 
One phase of this work is a testing 


program for HHFA by which prot: § 


ucts submitted by manufacturers 
are tested to determine whether 
they have a reasonable chance of 
meeting certain requirements Tre 
garded as essential for use in hous 
ing. In this program, such mater! 
als as fiber building boards, com- 
posite flooring constructions, and 
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new types of doors and window 
frames have been tested. 


SANDWICH CONSTRUCTION 


OF GREATEST significance, per- 
haps, is the Laboratory’s research 
on a new type of panelized con- 
struction unit for houses utilizing 
warborn principles of sandwich 
construction. A sandwich panel, 
somewhat in the manner of its edi- 
ble namesake of the lunchbox, con- 
sists of thin, dense facings that en- 
close, like slices of bread, a thick, 
light core. Various materials can 
be used. The Laboratory is testing 
sandwich panels that have veneer, 
plywood, dense fiberboard, or metal 
facings and resin-treated paper 
cores made up in various honey- 
comb constructions to get light 
weight and good insulating value. 
Such panels, two inches thick, are 
strong enough for house walls; in 
three and four-inch thicknesses, 
they meet floor and roof design- 
load requirements. 


Where does any saving of ma- 
terials enter into the picture with 
sandwich construction? Well, in 
the first place, such a house would 
be practically without studs, joists, 
rafters, and other framing. The 
thin facings replace sheathing, sid- 
ing, subfloors, and roof boards. To 
make kraft paper cores, wood of 
species, grades, and sizes unsuited 
for house lumber can be utilized. 
No insulation material is needed— 
the core is an excellent heat insu- 
lator. And, finally, comparatively 
few metal fastenings, such as nails 
and screws, are used; most joints 
are glued. 


SAVES RAW MATERIAL 


IT IS in its saving of raw materi- 
als, however, that the sandwich 
panel gives promise of greatest 
benefits. A generally accepted esti- 
mate of the lumber required to 
build an average four-room house 
of conventional design runs _ be- 
tween 10,000 and 11,000 board feet 
for frame, coverage, and millwork. 
Reduced to terms of raw wood fiber 
at 30 pounds a cubic foot oven-dry, 
a house using 10,000 board feet 
would require just under 25,000 
pounds of fiber, excluding manufac- 
iring and other wastes. 

t 


onal 


‘y way of comparison, a one- 
24 by 32-foot four-room 
built of sandwich panels 

would utilize some 4,000 pounds of 

bu pwood and another 5,000 pounds 

. ber in the form of veneer for 

P'}) vood facings of the various 

wail, roof, floor, and partition pan- 
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George M. Hunt, director, Forest Prod- 
ucts Laboratory in Madison, Wis. 


els. Thus, a conventional house 
would need about 21% times the 
poundage of wood fiber required 
for the sandwich panel house. The 
walls of the sandwich house made 
of panels three inches thick, for in- 
stance, would be the equivalent in 
lumber of a one-inch board wall 
without framing. 


WILL AFFECT RETAIL DEALER 


THE sandwich house is still very 
much in the research stage of its 
development, and great economic 
problems remain to be overcome 
before it can emerge on the mar- 
ket. Assuming, however, that these 
problems will be overcome—and 
there is no reason to sell American 
ingenuity short on this score—it 
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Laboratory tests establish principles of 
proper use of wood in house construction. 


is apparent that the housing im- 
dustry may undergo substantial 
changes in the not too distant fu- 
ture. And therein lies a prospect 
that presents serious implications 
to the retail lumber dealer. 


How these developments will 
ultimately affect the light construc- 
tion field is, of course, anybody’s 
guess. The trend, however, is obvi- 
ous. It is a trend guided and in- 
spired by the implacable logic of 
the engineer’s slide rule and the 
scientific development of new ma- 
terials and methods. If more 
houses are to be had from a shrink- 
ing stockpile of raw materials, here 
appears to be one way it can be 
done. 


Two possible alternatives exist. 
On the one hand, there is the kind 
of marketing development that has 
been epitomized by the automobile, 
with dealers selling a finished prod- 
uct in various models and colors, 
and maintaining service depart- 
ments for repairs. The customer’s 
choice is limited to what the assem- 
bly lines turn out. 


WIDER CHOICE FOR CUSTOMER 


THE other alternative would be 
to have retail dealers sell panels 
for walls, floors, partitions, and 
roofs, much as framing, siding, 
flooring, and roofing are now sold 
for assembly at the site. With such 
a setup—panel manufacturers sup- 
plying the dealers—the customer 
would have a broader choice as to 
the style, size, and quality of house 
he wants and can afford. He could 
even employ an architect to indi- 
vidualize his home. 


To predict which way the pendu- 
lum of progress will swing is, of 
course, impossible. Consumer needs 
and wants will have the final say 
in large measure. But the retail 
dealer has a vital stake in the di- 
rection of the swing, and for this 
reason alone needs to keep himself 
abreast of developing trends. 


That there is a definite move 
toward packaging of products is be- 
yond doubt. Any progressive retail 
building materials establishment 
will give quick proof of that, as 
witness the factory-made window 
and door frames, sash, cabinets, 
stairways, fireplace mantels, and 
other house parts now commonly 
stocked. House prefabrication is 
still a small segment of the entire 
light construction industry; but it 
is a lusty segment, producing more 
than 34,000 houses last year. The 
completely packaged house may not 
be so very far in the future. 
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Dealer-Developed Display Rack | 
Is Good Silent Salesman 


Mobile unit invented by Mississippi merchant 


OW MANY TIMES have you 

wanted some sort of display 
rack for your medicine cabinets 
and other hard-to-display products 
—a rack that will really show your 
prospective cutomers how the prod- 
ucts look when installed. 


This mobile cabinet was devel- 
oped by Jess Swanner, M. L. Vir- 
den Lumber Co., Leland, Miss. 
Equipped with casters, the rack 
can be easily shifted to suit your 
display plans. 


Jess has developed several other 
display racks to be used for dif- 
ferent merchandise. Some are 
round in shape and constructed of 


is easily built in your own shop 





Material List for Display Stand 


154x 15% 6' 2" 
1 x 2" x 20" 
iat at 
34"" plywood 20" x 42" 
| x 4 — 20" 
V4 x If carriage bolts 
V4 x 3" carriage bolts 
| set casters 
/y Ib. 6 casing nails 





plywood; others are in the form of 
tier top tables. Every one is 
mounted on casters. 


You can make these racks in 
your own shop, stain or paint them 
in bright colors. They will dress 
up your store and act as powerful 
silent salesmen at the same time. 


Credit for this idea goes to Jess 
Swanner, of course, and E. B. 
(Ted) Lemmons, secretary, Mis- 
sissippi Retail Lumbermen’s Asso- 
ciation, who picked it up and 
passed it along to association mem- 
bers with the sketch shown with 
this article. 


WORKING SKETCH, with specifications, of mobile display rack developed by Jess Swanner, 


M. L. Virden Lumber Co., Leland, Miss. 





————— 
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W.... has it been our ambition 


to be known as the largest producer of plywood. 
But for 28 years we have had a more important 
objective—to be the best. 

This adherence to quality extends not only to 
manufacture in modern mills. It has to do with 
long range product research programs, honest 
dealings with buyers, integrity of management, 
and the establishment of APMI sales service in 
major building areas. 

A telephone call to any of the addresses below 
will bring you intelligent answers to your ply- 


wood requirements. 





ASSOCIATED 


PLYWOOD MILLS, INC. 


GENERAL OFFICE —EUGENE, OREGON 
MILLS: Eugene, Oregon, and Willamina, Oregon 


BRANCH SALES WAREHOUSES: Eugene and Willamina, Oregon; 925 
4 | St., San Francisco 24, Calif.; 4814 Bengal St., Dallas 9, Tex.; 
4 Utah St., St. Louis 16, Mo. 


SALES WAREHOUSES: Bessonette & Eckstrom, 2719 S. Compton, Los 
s 11, Calif.; Pacific Mutual Door Co., 626 Tacoma Bldg. (Home 
}, Tacoma, Wn.; 1407 Fleet St., Baltimore 31, Md.; 2141 Throop St., 
o 8, Ill.; 516 South Ave., Garwood, N. J.; Adams and Shawnee Sts., 
; City; 2235 Territorial Road., St. Paul 4, Minn. 
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 Midalilt 


g\ the 100%, concealed sash balance 

















ow you can sell Hidalift — the 
modern, 100% concealed sash bal- 
ance — with the type of attaching 
bracket best suited to your customers’ 
indrvidual requirements. The new “L” 
type hinged bracket can be installed o¢ 
removed with sash in frame. Simplifies 
installations with weatherstripping. For 
installation with sash removed from 
frame you can sell the cup type attach- 
ing bracket. Either type can be adjusted 
without removing the sash from frame. 
Mail coupon below for complete infor- 
mation, prices or samples on Hidalift. 


HIDALIFT DIVISION, THE TURNER & SEYMOUR MFG. CO. 
TORRINGTON, CONNECTICUT 

Gentlemen: 

C] Send complete literature and prices on Hidalift 





LC) Send sample. [CL] Cup type 0) “L” type 

BONN oc 2y sc pSacente eer te) atase foie ea senate uae evemiae wear eteme 
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MERCHANDISING MOMENTUM 


A Main Street merchant was asked 
how he was able to get a better aver- 
age price for certain merchandise than 
smaller stores in the outlying district. 

“I attribute it to what I call ‘mer- 
chandising momentum,’” was his re- 
ply. “We never stop talking about our 
values, our services. If we did the 
‘momentum’ soon would die down and 
we’d begin to lose customers. As long 
as we stay up front with new prod- 
ucts, lots of price advertising (even 
if it isn’t the lowest), convenient 
services and all that sort of thing, 
people regard us as leaders. They like 
leadership. Just as soon as we begin 
to play second fiddle to anyone else 
we’re sunk.” 


* * * 


If price were everything there 
would be few stores on Main 
Street. Usually you can buy 
the same thing for less in some 
other part of town. 


+ + © 


DIFFERENT WAVE LENGTHS 


Now that price “dog fights” are be- 
coming frequent and furious in many 
areas it seems appropriate to point out 
that lumber dealers often are far more 
“price minded” than their customers 
or prospective customers. $1 per 
thousand on a carload of lumber may 
seem like a big saving to the dealer 
but actually it is meaningless to the 
man who is going to build a home 
... less than $25, including the 
dealer’s full mark-up, on the average 
house. Yet this over-emphasis on the 
importance of the price per thousand 
invariably turns into a slash of sev- 
eral dollars per thousand at final point 
of sale. The difficulty stems from the 
difference in terminology. What seems 
like a lot of money to the lumber 
dealer, sounds unimpressive to the 
ultimate consumer. When the dealer 
finally makes it sound important to 
the prospective customer, his price per 
thousand profit is shot full of holes. 


* * * 


THE HARD WAY 


A multiplicity of species and grades 
plus the practice of basing the selling 
price on an unusually large unit (1000 
feet) has often created an exceedingly 
difficult selling problem for the lum- 
ber industry. The size of this unit 
steps up the size of the price until it 
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sounds like big money, even when 
quoted below cost on the lowest grades 

. a bad situation. It accounts for 
the universal belief, on the part of the 
ultimate consumer, that lumber always 
is “high” even when it is anything 
but that. 


* * * 


One of the first rules of better 
lumber merchandising is to be 
able to keep the sales emphasis 
on final use rather than boards 
and 2x4s. 


* * * 


“HOW" IS AS IMPORTANT AS 
"WHAT" 


The whole question of pricing poli- 
cies, or should we say methods, in- 
creases in importance as the seller’s 
market wanes. It has been a long 
time since buyers enjoyed much 
prestige in market places. Once the 
consumer, really and truly, was king 
and there were many who hoped he 
never again would be able to ascend 
to his prewar throne. Now that he 
is climbing back into his regal seat 
he seems to have lost none of his for- 
mer imperiousness. As a matter of 
fact, he may be even tougher than 
ever since so many sellers are now 
seeking his favors. Hence, it is not 
only the price that counts. Of equal 
importance is the manner in which it 


is quoted. 
* * * 


It is doubtful whether a single 
industry in the United States 
can now claim a seller’s market. 


* * * 


TODAY'S JOB 


At long last we have reached the 
point where we are producing prac- 
tically everything at a faster rate 
than is normally required. Supply ex- 
ceeds demand and whenever that hap- 
pens prices begin to decline. Unfor- 
tunately, these declines do not immedi- 
ately stimulate buying, but actually 
retard it. Prospects decide to wait for 
further drops. That’s where good 
merchandising steps into the picture 
with effective advertising, intelligent 
salesmanship and convenient financing 
terms. It takes them all to convince 
the hesitant prospect that immediate 
gains will be greater than further de- 
clines. That’s today’s job... not 
only in lumber yards but in every 
other line of business. 


by R.E.S. | 


Buying desire may be down but 
there still is plenty of buying 
power in existence. 


* 


WORTH-WHILE SURVEY 

A careful check of every prospective 
customer in any trade area will reveal 
that practically all of them have just 
about as much money in the bank as a 
year ago. This is especially true of 
farmers ... the lumber dealers’ best 
customers. Neither has the income of 
the majority of other buyers changed 
a great deal. Unemployment has in- 
creased in some areas, but lumber yard 
sales do not stem primarily from this 
type of trade. In other words, the 
purchasing power of those who buy 
building materials hasn’t changed 
nearly as much as in other lines. 
However, there has been a big 
change in the mental attitude of the 
ultimate consumer and that of course 
is where the rub comes. 


ok * * 


Not many industries are in the 
mood to go back to the job of 
intensive selling. 


BIG PROBLEM! 


The eventual cost of a prolonged 
seller’s market is yet to be deter- 
mined ... and paid. The deteriora- 
tion in marketing facilities (the inevi- 
table result of easy selling) makes it 
difficult for sellers to change attitudes 
as rapidly as is necessary when the 
break finally comes. The big problem 
of retail management, great or small, 
is to bring about the necessary 
change of attitude in the selling per- 
sonnel. “Solve that for us and you 
solve all” is the way the merchandis- 
ing manager of one of the big chains 
puts it. 


* * * 


Call it “de-inflation,” or what- 
ever you will, it always adds up 
to the same thing: “The SELL- 
ING days are here again.” 


* * 


NEW FORMULA NOT NEEDED 


The formula is well known. It 
takes smart merchandising, sound 
values, convenient services, pleasing 
personnel, efficient selling to maintain 
profitable volume. There is no other 
suitable substitute. 


May 7, 1949, AMERICAN LUMBERMAN & 








EY 
spective 
1 reveal 
ave just 
ink as a 
true of 
rs’ best 
come of 
changed 
has in- 
ber yard 
rom this 
rds, the 
who buy 
changed 
ay lines. 
a big 
e of the 
f course 


n the 
ob of 


rolonged 


ye deter- © 


leteriora- 
he inevi- 
makes it 
attitudes 
when the 
' problem 
or small, 
necessary 
ling per- 
and you 
rehandis- 
ig chains 


what- 
ids up 
SELL- 


” 
7 


nown. It 
g, sound 

pleasing 
. maintain 
no other 





SES CONOR eee EET. 


-RMAN & 


It’s the STAPL-ON, amazing new 
hammer stapler that does any job 
tacks and hammer can do with 


= 
2 
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... drives home SIX sturdy staples in 
the time it takes to put in ONE tack 
the old way... which means 


= 
Nr 
a 
_ 
rr 
(or , 


because your customers can’t afford 
NOT to do their tacking jobs this time- 
saving, money-saving way... bringing 


= 
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=) 
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to YOU on this wonderful, all-purpose 
tacking tool that looks right, that’s 
built right, that’s PRICED RIGHT! 


WEIGHT DOES THE WORK 
Drives 20 staples in 5 seconds... because 
perfectly balanced weighted head of 
STAPL-ON takes 90% of the man-power 
out of tacking...axutomatically feeds 
staples at machine gun speed. Easily 
loaded with 140—50 guage 34” shear 
point staples in 10 seconds... built of 
steel to take a beating, give uninterrupted 
service. 








INCUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 


2 rw 
Bi NG Propucts MERCHANDISER 





| Lumber Sewice that's 
















TAILOR-MADE 


Mr. 
DEALER 


Yes Sir! The mod- 
ern Rosboro mill 
was built to cater 
to the lumber 
dealer — and to 
load out any as- 


sortment on the stock list in mixed cars. 





Service to 
fit the smallest retailer — or the big city yard that 
orders straight cars. 


For fine quality building lumber—dimension, small 
or large timbers, boards, D&M, shiplap, finish, trim, 
mouldings, ceiling, siding, flooring, porch stepping, 
etc. — you can’t beat Rosboro Douglas Fir and West 
Coast Hemlock. Can mix in some Cedar. 


Dependable West Coast Lumber Bureau grades. Finest 
manufacture. Scientific kiln drying. 


Let us demonstrate how satisfactorily Rosboro 
can meet your needs, 


ROSBORO LUMBER CO. 
Springfield, Oregon 


ROSBORO 


Douglas Fir 
West Coast Hemlock 
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Products .... Sales 


Plastic Floor Finish 


Platon, the plastic floor finish 
containing no oil, is said to bring 
out the natural beauty of floors or 
knotty pine walls. No waxing or 
scrubbing is required to maintain 
the original finish. Platon is pure 
plastic, applied cold. It is fast dry- 
ing, long wearing, acid resistant. 
Write the Minnesota Platon Corp., 
Dept. AL&BPM, Pipestone, Minn. 


Stars of Gypsum Told 
in New Color Film 

“Jaunty the Flame,” a new ani- 
mated movie character in color, 
originated by the Gypsum Associa- 
tion, is making a nation-wide hit on 
movie and television screens. “Jaun- 
ty” was invented to dramatize the 
fact that gypsum is FIREPROOF, 
but he has been winning friends on 


Aids .... Literature 


personal appeal. He tells a “believe- 
it-or-not” story of gypsum. Star- 
ring in “White Magic,” he is as- 
sisted by top Hollywood perform- 
ers in two other 16 mm. sound- 
color shorts produced for lumber 
dealers by Jerry Fairbanks, several- 
time winner of Academy Awards. 
These films are available for any 
showings to dealer or builder groups 


or their customers, civic and service 
organizations. Write for booking 
dates to Gypsum Association, Dept. 
AL&BPM, Civic Opera Building, 
Chicago 6, Ill. 


"Spatch-Patch" 

Spatch-Patch, a new patching 
compound that is  hard-drying, 
easily sanded, and will not crack 
or shrink, is ideal for both interior 
decorator and home-owner. Spatch- 
Patch adheres to any clean surface. 
It is prepared quickly and easily; 
it’s tough and long-lasting and is 
available in containers ranging in 
size from % lb. to 25 lbs. Write The 
Sterling Paint & Varnish Company, 
Dept. AL&BPM, Malden, Mass. 


Staple Gun Reduces 
Installation Time 


From 50 to 75 percent can be cut 
from the cost of installing insula- 
tion board plank and tile by the 
use of a new stapling method, ac- 
cording to the National Gypsum 
Company. Contractors who have 
used the special automatic staple 
gun, designed by Bostich Inc., re- 
port the new method cuts installa- 
tion time by more than half. Tests 
on the job show that a piece of tile 




















NEW WAREHOUSE SERVICE 
OFFERS YOU SAVINGS ON MIXED CARS 


From our Tacoma Warehouse 
Large or Small Lots of 


FIR DOORS, FIR PLYWOOD, FIR MOULDINGS 


Interior and Exterior Jamb Sets 


Stock or Detail Window and Door Frames 


Shipped in mixed cars (as rate permits in your freight 
territory) with West Coast Lumber items — dimension, 


boards, uppers, etc. 


1. We will originate cars with usual yard items of dimen- 
sion, boards, uppers, etc. and complete them with ware- 


house items. 


. You may order lumber items from your regular mill 
source and stop car off at our Tacoma Warehouse for 
completion with your selection of warehouse items, as 


above. 


Get this convenient, money-saving service working for you 
at once. See your regular salesman or write us for infor- 
mation and prices on mixed cars delivered to your yard. 


Pacific National Sales Co., Tacoma, Wash. 


West Coast Jobbers te Midwest Yards 
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ASS. : Extra hard head of tough glass tape, 
triple stitched, insures long life. 
“Hot Stuff” voids (shown in cut away) 

1 be cut specially designed to pick up and 

insula- hold more asphalt or pitch. 
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18 inch spread easily 
covers one-half square of 
roofing material, eliminates holidays. 


Fast selling K. F. Applicators are preferred 
by roofers because they hold more “hot 
stuff,” deliver more uniform film, cover a 
wider area, and speed up roof jobs. 


E Plenty of repeat sales, excellent margin of 
profit. Priced right, top discount policy. Easy 
to stock, store. 


Nationally advertised the year ’round in 
the roofing industry’s leading trade journals. 





Get set now for a bigger share of mop sales. 
investigate today! 


| XIRBY INDUSTRIES 


1 408 E. LAS TUNAS «- SAN GABRIEL, CALIFORNIA 
* 716 N. ERIE STREET » WHEELING, WEST VIRGINIA 
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NEW, CONVERGING 
KENNAPOCKET 





Makes Closets out of Corners 




















Where conventional doors fail, Kennapocket 
makes it possible to utilize inconvenient, small! 
a With it you also get famous Kennatrack 
iding door features — less warping because 

of the vertical load factor, no dirt catching track 
in floor, no need to obstruct plumbing, 

electric wiring or heating ducts. 


NEW! DISAPPEARING KENNATRACK 


Uses patented 
expansion 
sleeve mount. 


s 
$s 








Requires less headroom 
space than any other known 
sliding door device. Eight 
wheels per door. +300 is equipped 
with brass wheels. +4350 with 

neoprene-tired wheels. 


#220 KENNALATCH 


Latches automatically, un- 
latches by natural thrust of 
hand. For 34" cabinet and 
wardrobe doors. 





#420 KENNALOCK 


Assembled unit to 
fit notch cut in 134" 
door. Interchange- 
able left-right lock- 
ingmechanism. Solid 
brass, finger .pull plus 
locking safety latch. 





Send for complete catalog and prices TODAY. 


AP Ge Cree a O30 Pe oe 


Specializing Exclusively in the Manufacture of Sliding Door Hardware 


Stk HAR T * INDIANA 
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can be installed in the length of 
time it takes to drive one nail. The 
rapid-action gun is especially adapt- 
able to the installation of Gold 
Bond insulation board tile and 


plank with interlocking edges. 
Write National Gypsum Company, 
Dept. AL&BPM, Buffalo 2, N. Y. 


Quick Tricks for Roof 
Construction 

The lenghts and cuts of all roof 
rafters are calculated with a new 
and inexpensive instrument made 
of Vinylite rigid plastic. Printed 
on the flat instrument is the dia- 
gram of a roof. By setting two dials 
you produce at arrows on the dia- 
gram the exact readings for the 
lengths and angles of the various 


kinds of rafters required. The two 
dial settings indicate the length 
of common rafters, length of hip | 


and valley rafters, length of short- 
est jack rafter (16 or 24 inches 
apart), top and bottom cuts of 
common rafters, top and bottom 
cuts of hips and valleys, side cut 
of hip against ridge board and 
side cuts of jack against hip. The 
rigid sheet Vinylite plastic instru- 
ment also makes it possible to de- ¥ 
sign a roof with any pitch from § 
14 degrees to 57 degrees as well | 
as the standard pitches and con- 
verting angles in degrees for mark- 
ing on the carpenter’s square. Write § 
Edward Weyer, Dept. AL&BPM, 7 
40 W. 77th St., New York 24, N. Y. 





KD YP Boards-- 
OAK FLOORING 


i hat sell in today's mar- 
be _ bag el well-manufactured 
et— 


quality. SPIB and NOFMA grades. 
Mixed cars—or try us on these for promp 
ix 


shipment— 


Designed to Cool Apartment 
or Small Home 


The Climax B-22 Home (Cooler, 
a window-type unit designed to 
cool an entire apartment or. small 
home, is easily installed with two [| 
small screws. The unit plugs ‘in an "9 
ordinary 110-volt A.C. electric out- 7 

let. It is finished in baked enamel 
1 -— pete eh Flooring with chrome finish. The cooler has § 
n = 


aN 2 & a ly motor and a 22” pro- 
oO. i peller for maximum air moving 
1 Car Ix d Flooring 

End-Matche 


capacity with minimum noise 
1 Car 1x8 C&Bir Finish Write the Climax Machinery Co, 
C&Bitr Finish 
1 Car 1x10 


Dept. AL&BPM, 301 S. La Salle 
. St., Indianapolis 1, Ind. 
Iso D&Btr Plain-End Flooring . 
} °o © e 
Als and Siding 


ds ; 

4/4 AD Hardwoe The Steelcraft Manufacturing | 

Consult us also on / Company, is now:in production of | 
PINE an interior-exterior steel door 

SOUTHER UTHERN HARDWOODS frame for residential and com 
mercial building. It combines the 
long awaited features that builders, 
architects, and engineers have 
wanted in a one piece, all welded | 

door frame unit. This frame pre § 
sents a neat appearance and re 
quires no additional trim. It is 
warp-proof and combines dura 
bility, fire resistance with economy 
of cost and installation. Made with 
extra reinforcement in all four 
corners of the mitred joints, using 
a universal adjustable brass strike 
plate, a completely enclosed deep 























Steel Door Frames 




















SCOTCH LUMBER CO. 
FULTON, ALABAMA 


Mixed Cars a Specialty Mentber SPIB and NHULA 
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-(e0.J.Silhernagel 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


e LUMBER 

e MILLWORK 
® MOULDINGS 
e SIDING 

e FLOORING 


et 





‘(e0.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, Il. 


Telephone RAndolph 6-0540 
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No. | Mill with Top Rig and Log Turner 


Frick Sawmills 
and Equipment 


Have been the favorite of sawyers and owners 
alike for four generations. Frick sawmills and 
equipment cut the most accurate lumber and do 
it rapidly because 
they are precision 
machines. Metal 
parts are of steel 
or semi-steel con- 
struction and have 





Frick Belt Feedworks, Standard on All 4-Sizes ball or roller bear- 
of Sawmills. Powerful, Positive, Rapid. ings at vital points; 


all adjustable parts 
are precision made 
for cutting accu- 
racy. These and 
similar features in- 
|. NE] «Sure top-grade 
Frick All-Steel Trimmers 20 Ft. Standard finished lumber. 


a ee ai today for 
your copy of Cat- 
alog 75 giving 
complete informa- 
tion. 





Frick Company 
also builds air con- 
_ ditioning, refriger- 


ating and ice-mak- 
Frick Gang Edgers, Sizes 27" and 32". Swing . ° 
14" Saws. Improved Belt Drive. ing equipment. 








Frick GC 
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dust box, and hinges applied at the 
factory, the frame is shipped as 
a complete single unit. These door 
frames can be installed in most any 
type of construction. For illustrated 
folder write The Steelcraft Mfg. 
Co., Dept. AL&BPM, Rossmoyne, 
Cincinnati, Ohio. 


SEND FOR THESE: 





“3-in-1 Insulating Rocklath,” a new 
USG folder, explains how Rocklath 
provides insulation and vapor barrier 
protection while serving as an excel- 
lent gypsum lath plaster base. The 
material is reported to offer three 


building essentials at the installation 
cost of one. Write United States Gyp- 
sum Company, Dept. AL&PM, 300 W. 
Adams St., Chicago 6, IIl. 


Ornamental iron specialities de- 
signed for every home and for every 
budget, are available in standard pat- 
terns or may be ordered custom-built. 
A special catalog sheet illustrates 
ornamental iron for entrance steps, 
porches, interior or exterior stair- 
ways, screen door grilles, etc. For 
copies write Valley Metal Products 
Co., Dept. AL&BPM, 222 Young St., 
Marseilles, Ill. 


“Good Manufacture,” the pamphlet 
just released by the Southern Pine 
Association, P. O. Box 1170, New 
Orleans 4, La., stresses four impor- 
tant points in the operation in the 
planing mill to assure quality lum- 
ber: 1) smooth surfacing; 2) ac- 
curate dressing to size and pattern; 
3) uniform lengths with ends care- 
fully trimmed; and 4) efficient grad- 
ing. The pamphlet is being distrib- 
uted to dealers and salesmen, as well 


as to all Southern Pine manufac- 


turers. 


How to quickly install access panels 
for metal lath, wood lath, marble, 
tile and plastered openings, is told 
in.a new four-page folder. Plumbing, 
heating, ventilating, air conditioning 
and refrigeration men will be in- 


terested in the features of this |. w- 
cost flush fitting access panel whch 
includes a novel removable t:pe 
hinged door with an automatic back- 
out device. Panels are available in 
plain or grained finishes, in all types 
of metals and with or without ex. 
panded metal wings. Write Watson 
Manufacturing Company, Inc., Dept. 
AL&BPM, Jamestown 1, New York, 


“Get More Work Done with Less 
Man Hours,” a folder issued by Bas- 
sett Industries, explains how time and 
labor are saved by using the sturdy, 
one-man operated Wheel-It. This 
equipment handles lumber, shingles, 
plywood, pipe, bags, steel, posts, fenc- 
ing, etc. -Cross-braced like a bridge, 
it can easily wheel a ton of material. 
For copy of folder write the Bassett 
Industries, Dept. AL&BPM, Vinton, 
Iowa. 


“Blueprint for Better Kitchens” is 
the title of a new construction booklet 
issued by Youngstown Kitchens for 
builders and architects. Typical in- 
stallations are pictured on two pages 
in full color. Another two-page sec- 
tion contains testimonials from build- 
ers, illustrated by pictures of the 
builders, a typical home built by each 
and the kitchen installation. The en- 
tire Youngstown line is shown, in- 
cluding features such as the Mullin- 
aider electric garbage disposer. Write 
Mullins Manufacturing Corp., Dept. 
AL&BPM, Warren, Ohio. 





A “BEST SELLER” 


with a Big, Established Demand 


@ Exclusive side-arm locking detail . . . Finger-touch Opening . . . Automatic Locking 
... These and other modernized features place the Gabriel Basement Window in a 
class by itself . . . Traditional high quality and excellent construction add superiority 


... Top or bottom opening gives any desired amount of ventilation . . . Available 


in popular 2-light sash of modular dimension . . . Concentrate on Gabriel Basement 


Windows for more profits . . 


. Builders know their advantages . . . Home owners 


prefer them. SOLD THROUGH DEALERS ONLY. 
Write for catalog A showing complete line of home-building specialties. 


National Sales Representatives: HARRIS, Inc., 145 North High St., Columbus 15, Ohio 


.’ 


GABRI 


metre 


PRODUCTS 


COMPANY 


4/3700 Sherwood, Detro/t /2, Mich. 
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Be! hiss Ae peainder fo 
friendly 


outherns Customers 


we ee eri 


Years ago Southern established 
a reputation for edge grain pine 


flooring of premier quality. 


That quality is the same today, 
and serves also as the “yard 
stick” by which Southern 
measures the quality of its 
products in Arkansas Soft 
Pine, Hardwoods and Pre- 
finished Hardwood Flooring. 


Ki ok 


“Here To Serve You Always Because 
We Grow Our Onn Trees” 


DUTHERN LUMBER COMPANY 
f WARREN, ARKANSAS 
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“TS NEW! 


And available now! 





Instantly installed, the Dixon Weather-Lok Window 
Unit eliminates on-the-job construction . . . cuts 
work and time in fitting windows and frames. 


PRECISION BUILT—of sturdy, kiln-dried Ponde- 
rosa pine. Chemically treated to resist weather, 
wear, and termites. 


ADAPTASLE—with a minimum of change, it may 
be used for frame, veneer, or solid masonry 
buildings. 


CUTS COST—not only in installation, but you 
save money by buying at the lowest possible price 
—possible only because the manufacturer owns 
and controls his operations from timber to milling. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 
GRANT a AOE R. DIXON 


PRESIDENT VICE-PRESIDENT TREAS- MANAGER, 


For Full Information about Weather-Lok Units 
Write or Wire 


JOHN H. MEARS, Inc. 
Baltimore 30, Maryland 


ELLIS GLAZING CO. 
Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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Bungalow Fence 


The Denning line of bungalow 
fence is made in natural wood, 
green or white, in heights and ‘ie- 
signs to harmonize with any siur- 
roundings. Pickets are 1%” thick by 


FOR NEW HOMES — 14%” wide, spaced two inches apart, 


or %” thick by 2” wide, spaced 


OR REMODELING 24%” apart. No. 1 pine or fir; 


Gothic pointed tops, dressed four 
feature the sides. Braced with heavily galva- 


nized No. 12% double dipped wire. 
CONVENIENCE of 


BUILDERS’ HARDWARE 


Wherever homes are built or remodeled, you'll find 





a market for K-V Builders’ Hardware. Fast selling, 
easy-to-install, these items increase the convenience 


of any home. Drawers never stick or sag. Sliding del 
Tubular fence posts are made from 
cupboard and closet doors open and close with ease high-carbon steel tubing in two 
heights. Gates, three feet wide, 
made with all-steel frame, hinges 
adjusted to fit any purpose. There are many potential and latch included, are available to 
match any style of bungalow fence. 
For illustrated folder, write IIli- 
munity. So feature each item in this profitable line! nois Wire & Manufacturing Co., 
Dept. AL&BPM, P.O. Box 1396, 
Joliet, Il. 


. . Save valuable floor space. Shelves can be quickly 


customers for K-V Builders’ Hardware in your com- 








New Style Lawn Chair 
Sold in Package 


The Long-Bell Lumber Company 
is: producing a new style lawn chair, 
oo so made from Douglas Fir, to be sold 

" er slides Fe in package form and assembled by 
make even large or heavy drawers eo the purchaser. Each package <= 

ae .. : . tains 30 pieces of wood cut to the 
= oe gee “prevent sticking or sag¢ required sizes and shapes, and when 

os oe assembled, forms a sturdy chair 
5. Flush'track and rollers modernly designed to fit the curva- 
are noiseless and free-running ...m . 








Be sure to stock plenty of K-Venience 
closet fixtures, too! 


KNAPE & VOGT 


GRAND RAPIDS 4, MICHIGAN 
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Here they are! New Bird Master-Locks have great- 
er locking area in the angle locking tab... and each 
shingle is locked at four points on the roof. There’s 
extra wind resistance in a roof of Bird Master- 
Locks! Master-Locks are easier to apply, too... 
they’re self-aligning and go on quickly and smooth- 
ly right over old roofing ... and the distinctive 
Master-Lock pattern, in rich Weather-Tex design, 
makes them even easier to sell! 














Make this test yourself . . . Assemble any 
number of Master-Locks on the floor ... and then 
pick them up. See how the new wide angle lock 
holds them secure and tight... without nails! 
There’s extra weight and strength in the lock! 


























Write us today for full information. 
Bird & Son, inc., Dept. 30, 1472 W. 
76th Street, Chicago 20, Illinois. 


BIRD 


& SON inc 


























FOR SALE 
ATTRACTIVE PRICES 


AFRICAN MAHOGANY 
60,000’ 4/4 No. 1 Common & Better 
17,000’ 4/4 No. 2 & No. 3 Common 
13,000’ 4/4 FAS 18” to 23” 

12,500’ 4/4 FAS 24” & Wider 


PHILIPPINE MAHOGANY 
100,000° 4/4 FAS Dark Red 
90,000’ 4/4 FAS Light Red 
10,000°'5/4 FAS Dark Red 
2,000° 5/4 FAS Light Red 








2,500’ 5/4 No. 1 Common & Better 20,000’ 8/4 FAS Dark Red 
6,000’ 6 /4 No. 1 Common & Better 15,000’ 8/4 FAS Light Red 
4,200’ 8/4 FAS 17° & Longer 3,000’ 12/4 FAS Dark Red 
1,200’ 8/4 No. 2 & No. 3 Common 2,000’ 16/4 FAS Dark Red 


BRITISH HONDURAS MAHOGANY 


4/4 to 24/4FAS 4/4 to 8/4 FAS 18” & Wider 
4/4 to 16/4 No. 1 Common 4/4 to 8/4 No. 2 Common 
8,000’ 4/4 FAS 6’ to 7'11” 30,000° 4/4 Clear Strips 


ALL ITEMS OFFERED SUBJECT TO PRIOR SALE. 


Dixie Lumber Co., Inc. 


8201 Fig Street, New Orleans 18, Louisiana 
Telephone: WAlnut 9500 
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ture of the body for the greatest 
comfort. The chair may be put to- 
gether with nails or screws. Glue 
is recommended for use on some 
parts. Assembling instructions are 
included with each package. The 
lawn chairs are precision finished 
and ready for painting. Write The 
Long-Bell Lumber Company, Dept. 
AL&BPM, Longview, Wash. 


Rustic Building Logs 


For many years builders have 
searched for a labor-saving mate- 
rial to meet the popular demand for 
rustic type homes as well as com- 
mercial buildings such as drive-ins, 
motels, lodges and recreation cen- 
ters. Log Structures of the South- 
west, Inc., reports that its pre-cut 
Douglas Fir Logs “are just what 
the builder ordered.” The log is 
square-cut on three sides, with the 
outside surface peeled of bark and 
treated to resist discoloration, ter- 
mites, weathering and dry rot. The 
inside surface is planed smooth so 
it may be finished to form a natural 
“knotty pine” interior surface. The 
top and bottom surfaces of each log 
are grooved to receive a wooden 
spline or key which is furnished 
with each log. The walls are said 





to be simple and fast to lay up, 
providing major savings in labor. 
The 5%” log walls provide ample 
insulation and many striking ef- 
fects may be obtained by combining 
with other materials. Write Log 
Structures of the Southwest, Inc., 
Dept. AL&BPM, 344 W. Colorado 
Blvd., Glendale 4, Calif. 


“Ty-Down" Adaptable 
to Many Uses 


The Ty-Down is a new, patented 
product conceived during World 
War II. The first model for the 
consumer market is constructed 
primarly as an economical method 
of tying down extra equipment 
and large objects to the top of a 
passenger automobile. Especially 
useful to the motorist, it is com- 


pact enough to carry in the glive 
compartment, ready for use at any 
time. Ty-Down is packed compicte 
and ready to use. A unit takes less 
than a minute to put in use and 
only a second to release. A single 
unit will securely hold such items 
as extra luggage, small boats, skis, 
sleds, household items, camping 
equipment, ladders, lumber or any 
other item that can be placed on 
a car top. Although the device 
weighs only about 25 ounces com- 
plete, it will firmly hold any object 
that a car top will carry. It is ex- 





cellent for use with trailers carry- 


ing boats or other equipment. 
Write United Laboratories, Inc., 
Dept. AL&BPM, 16801 Euclid Ave., 
Cleveland 12, Ohio. 








Since 1889 


OREGON LUMBER 
COMPANY 


Baker, Oregon 


Producers and Manufacturers 


Famous "John Day" 
Ponderosa Pine 





























Under a sustained yield plan. New 








trees are growing as fast as we 








harvest the mature ones — insuring 








continuous operation for the future. 











undetected moisture 


Unsuspected, 


costs YOU dollars every day! 


Electronic MOISTURE REGISTER detects the exact moisture 
content of wood within 3 seconds. No more costly guessing. 
No complicated calculations! Simply place the electrodes against 


the surface to be tested . . . read the dial. WRITE, TODAY, 
FOR FULL DETAILS AND A LIST OF PRESENT Electronic 
MOISTURE REGISTER USERS. The Moisture Register Co. 
Dept. A, 133 N. Garfield Ave., Alhambra, California. 


The Standard in Moisture Testing for 
more than 15 years. 
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Portland Shingles 


The job of selling Portland Brand 
shingles is easier. National advertis- 
ing, literature and extra service pre- 
pares the customer for every sale. 

Portland Shingle Co. is America’s 
leading producer of red cedar shingles 
and shakes. 

Five mills located in the heart of the 
Western red cedar stand assure you 
of a continuous supply of quality 
Portland Brand red cedar shingles and 
Skookum tru-cut shakes. 

W:'te or wire for Portland Shingle Co. Dealer Plan Today 





SHINGLE CO. 


PORTLAND 


9033 N. DENVER AVENUE - PORTLAND 3, OREGON 
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SESALATION & SISALKRAFT 


fer insulated DRY WALI cossheuction 
a very OLA 


VAPOR 
SEALED 


FROM THE a) 3 


. | Outside 


This modern insulated 
DRY WALL CONSTRUCTION 
meets FHA Vapor-Barrier Requirements 
(Class A, Federal Specifications UU-P-147) 


This new insulated DRY WALL construction 
(SISALATION plus SISALKRAFT) combines in- 
sulation and vapor-barrier advantages at very low 
cost... helps stop passage of harmful moisture 
into walls! SISALATION, bowed in between 
studs, provides TWO insulating air spaces, and its 
reflective surface helps keep homes warmer in win- 
ter, cooler in summer. Heavily reinforced by cross- 
laid sisal fibres, tough and strong, SISALATION 
and SISALKRAFT remain in place, permanently 
and effectively, for the life of the building. Here 
is quality construction with true economy! 


The SISALKRAFT Co., 205 W. Wacker Dr., Chicago 6, Ill. 
New York 17, N. Y. e 


San Francisco 5, Calif. 











x & 
¥ The SISALKRAFT Co., Dept., AL, Chicago 6, Ill. 
& 

4 Please send samples of SISALKRAFT and SISALATION } 
* for modern DRY WALL construction, : 
4 Name o 
& is 
a EB 
Bae innate ditnseicsnaniiiniaincinannanfeniabeeiaantie 4 
‘ 5 
' 1 
Iie meeresncerrmniocvn State. - 
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There’s no doubt about the 
result when this “one man 
fire department” goes into 
action. “They are worth 
their weight in gold”, These 
are some of the praises 
firemen write us about 
INDIAN FIRE PUMPS. They 
are the leading hand 
extinguishers for fighting 
Class A fires according 
to fire departments and 

- foresters. Ask one of these 
men who have used them. 
“Water wetting” agents 
work best in INDIANS and 
do not harm the tank. 







(€==%, 


pl 


D. B. SMITH & CO. sos in st. uice2, nv. 


PACIFIC COAST BRANCHES: 


Hercules Equipment & Rubber Co., Inc. 
435 Brannan Street 
San Francisco 7, California 
joy G. Davis Company 
17 East Third Street 
Los Angeles, California 


jood time to be sure you are 
} ied with INDIAN FIRE PUMPS. 
Available with Armco zinc grip steel tanks 
lined with asphaltic base paint or with 
solid brass or chrome plated tanks. Send ~ 
for catalog describing these famous back 
pack extinguishers. 














































































Put the 
INDIAN 
Sign on 
Every Fire! 








oo Barnett Company Mill & Mine Supply, Inc. 


5 S. E. 8th Ave. 2700 Fourth Avenue South 
Partiand, Oregon Seattle, Washington 
Fred E. Barnett Company L.N. Curtis & Sons 


426 West Third Street South 
Salt Lake City, Utah 


600 Spring Street 
Klamath Falls, Oregon 


CANADIAN AGENTS: 


Fleck Bros. Limited 


110 Alexander Street 
Vancouver, B. C., Canada 





Duke Equipment Company, Limited 
297 Duke Street 
Montreal 3, Canada 
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Simplifies Installation 


of Picture Windows 


The patented Thermolok closire 
frame, which greatly simplifies he 
installation of picture windows, >f- 
fers these important advantages: 
1) Permits sash to “float” within 
the closure frame; 2) provides 
automatic and continuous adjust- 
ment for expansion, contraction 
and settlement; 3) weatherproofs 
the entire window opening; 4) 
grips the sash securely and makes 


installation possible on “out-of- 
line’ openings. The frame also 
permits wider use of standard 


stock sizes of Thermopane and 
other types of dual glazing because 
the “floating” feature provides for 
variations up to 1” in width and 1” 
in height. Write The F. C. Russell 
Company, Dept. 5-AL59, Cleveland 
1, Ohio. 


The Hamilton 


The Packard Bathroom Cabinet 
Line, handsomely illustrated in 
new brochure, consists of four cus- 
tom-line distinctive models, large 
in size, rich in appointment, lighted 
and unlighted; six modernly styled 
lighted models framed and Venetian 
mirrors; four basic popular models 
unlighted in a range of popular 
sizes; and eight popularly priced 
models for budget installations. 
The Hamilton styled bathroom cabi- 
net is shown here. It is model No. 
2105 fluorescent lighted, finished in 
easy -to-clean, lifetime porcelain 
enamel. The 20 by 30 mirror is 
framed in stainless steel; wall open- 
ing is 17 x 27; there are four ad- 
justable glass shelves. Fixture is 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 


xx** 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


xk 


Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho P “4 lee 510 
*Thompson Falls Lumber Company, Thompson Falls, Mont. Teleph one 71 


* Member Western Pine Association 





Daily Production 190,000 Feet Kiln Dried Lumber 












--+- ANY TEST PROVES IT’S BEST” 


RESAW EQUIPMENT 


Available for Early Shipment 








OMAK-KWALITY 
Tilting Single Band Resaw **48" 


Window, Door and 42" Single Band Rip Saw **48"” Twin Band Resaw with Beveling 


Cellar FRAMES : **42" Standard Twin Band Resaw and Rounding Arrangement 
wed ; ; *52" Tilting Single Band Resaw 
**42" Twin Band Resaw with 


Beveling and Rounding **52" Standard Twin Band Resaw 
Arrangement 52" Standard Single Band Resaw 
42" Twin Band Rip Saw 62" Horizontal Band Resaw 


District Sales Representatives Tilting Single Band Resaw *62'’ Vertical Single Band Resaw 


Mr. BR. F. Taylor Mr. H. M. Tripp 
No. 24 Welwyn Road P. 0. Box No. 35 


Great Neck, L. I. Crystal Lake, Il. * i i 3 i Ils. 
New Teek “ ry’ e, These models are equipped with self-centering feed rolls 


Standard Twin Band Resaw 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 





**Ripping attachments are available for these models. 
Member Western Pine Assn. ei 





TURNER MACHINERY 
DIVISION OF UNITED ENGINEERING COMPANY 


500 Beale Street, San Francisco 5, California 
































complete with bulbs. (The Packard 
line is made in four basic wall open- 
ings.) For illustrated brochure, 
write the Packard Formsteel Cor- 
poration, Dept. AL&BPM, 3354 N. 
Crawford Ave., Chicago 41, IIl. 


La Belle Doorknob Lock 


For new building or remodeling, 
the La Belle doorknob lock not only 
beautifies the doors by eliminating 
keyholes, but it also increases se- 
curity. Only the outer knob is con- 
trolled by key action; the inner 
knob, however, opens the door at 


any time. The tumbler cylinder 
lock built into the doorknob elim- 
inates both keyhole and lockplates. 
La Belle fits all door latches, con- 
verts any latch or lock to a modern 












FRAMING tL] 


SaF TER HOME AND FARM CONSTRUCTION 


Hundreds of dealers are making quick sales, 
good profits with these handy packaged, na- 
tionally advertised anchors — Nails come with 
anchors. Write today for dealership. 


TIMBER ENGINEERING COMPANY Washington 6, D.C. 





COMBINATION 
DOORS WITH BIG 


“BUY NOW” FEATURES 








Interchangeable Panel 
Models Better Than Ever 


The new aluminum COMPO-MIRACLE com- 
bination door offers several variable inter- 
changeable sash and screen panel arrangements. 
With old fashioned center bar between panels 
eliminated, upper and lower sash now interlock, 
assuring a weathertight fit year ‘round. Other 
refinements make this a better deal than ever. 


New Self-Storing "WINDOOR” 
With 2 in 1 Application 


Featuring detachable third track principle made 
famous by COMPO-FUTURISTIC windows, all 
panels can be used at top or bottom as needed. 
Overlapping sashes in addition to a specially 
treated weatherstrip at bottom of door, provides 
complete weatherproofing. With other features 
galore, ‘‘WINDOOR”’ can be used for front of 
house as well as for porch enclosures or breeze- 
ways. Used in multiple units, this door be- 
comes one of a series of self-contained wall 
panels, each with a self-storing screen and sash 
assembly. Easy and simple to assemble and 
maintain, this outstanding combination door 
is priced within reach of all. 


COMPO-MIRACLE PRODUCTS CO. 


15221 W 


ELEVEN MILE ® 








P.O. BOX 390, BERKLEY, MICH 





Write Nou 
for 
Prices-Discounts, 
Literature 
and Nearest 
Distributor 
SOME CHOICE 
DISTRIBUTOR 
LOCATIONS 
AVAILABLE 





May 7, 1949, AMERICAN LUMBERMAN & 


tumbler lock. It is available 
statuary bronze, polished bra 
polished chrome or dull brass. Fur 
descriptive folder write La Be|! 
Industries, Dept. AL&BPM, Ocon- 
omowoc, Wis. 


“ Ss 


oO 


It's Easy to Install Higgins 
Bonded Hardwood Floors 


Precision cut to within a few 
thousandths of an inch, Higgins 
Bonded Hardwood Floor squares 
are reported to fit perfectly, 
whether laid in Higgins adhesive or 
blind nailed to a subfloor. Because 
of the laminated construction, no 
allowance need be made for expan- 
sion in laying the squares. These 
characteristics and the dimensional 
stability make the squares ideally 
suited for laying in adhesive di- 
rectly on concrete, steel, wood or 
any other type of floor, saving much 
material and expense and provid- 
ing a handsome floor that will out- 
wear substitute composition floor- 
ing many. years. Laid over wood 
subfloors or old floors, Higgins 
Bonded Hardwood Floors fit ex- 
actly and by their flexibility they 
compensate for unevenness. No ex- 
tra equipment or specially skilled 
mechanics are required for laying 
Higgins floors either in adhesive 
or by nailing. Simple directions 
are furnished with each shipment. 
Write Higgins Inc., Dept. AL& 
BPM, New Orleans, La. 


Homer Outdoor Grill 


A new permanent-type outdoor 
cooking grill, suitable for back- 
yards, parks, playgrounds and 
beaches, is made of cast iron and 
aluminized steel. The grill may be 
used as it is shipped or is adapt- 
able to fireplace or Dutch-oven cov- 
ering. Smoke opening is in rear. 
Any hard fuel including firewood 
or charcoal can be used. Grill size 
is 12” x 26”; height, 26”; weight, 
112 lbs. Shipped completely assem- 
bled in double strength carton. 
Write Homer Furnace & Foundry 
Corp., Dept. AL&BPM, Coldwater, 
Mich. 
































SPO REA RES es wate: 





ible in 
brass 
Ss. F 
1 Belle 
, Ocon- 


—3 


7) 


a few 
Tiggins 
squares 
etly, 
esive or 
Because 
ion, no 
expan- 

These 
2nsional 
ideally 
sive di- 
vood or 
ig much 
provid- 
vill out- 
n floor- 
ar wood 
Higgins 
fit ex- 
ity they 
No ex- 
- skilled 
r laying 
adhesive 
rections 
1ipment. 
t. AL& 


outdoor 
r_ back- 
is and 
ron and 
may be 
s adapt- 
ven cov- 
in rear. 





} | INDEPENDENCE LUMBER & MFc. Co. 


nie na eee 


ee 
suerte? 


ae ae 


whet 


2s itt ables ADA tir 


SN a ea 


firewood | 


trill size 
weight, 
y assem- 
carton. 
Foundry 
ydwater, 





RMAN & 








Independence, Oregon — 
Telephone: Independence 42 Teletype: Independence 370 
Mills at Independence and Arell, Oregon 


DAILY CAPACITY 300,000 FEET 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers 
Quality Stock @ Double End Trimmed 
Eased Edge Dimension 
MEMBER WEST COAST LUMBERMEN'S ASS'N 
Metropolitan New York Sales Handled by 


J. Herbert Bate Co. 


30 Church St., New York 8, N. Y. 
Telephone: WO 4-6363 Teletype: N. Y. 1-1098 


Manufacturers and Wholesalers 


Western Pines — Douglas Fir 
West Coast Products 
Southern Yellow Pine — Southern Hardwoods 
SELLING GOOD LUMBER FOR OVER 50 YEARS 
Fast, Dependable Service 
Blue Mountain Quality Ponderosa Pine 
from our Wallowa, Oregon Mills 





Beciling the Products of J 
ar ’ 


PG a mda a 


LAKE LUMBER CO. Ltd. 


Sales Office 
Chicago Title & Trust Bldg., CHICAGO 2, ILL. 





A. Matticu. Le Rainy Lake, Ont 
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Ferguson offers you prompt, dependable 
service in SOUTHERN PINE, SOUTHERN 
HARDWOODS and WEST COAST WOODS. 
Write, wire or phone Ferguson. 


Now in our 56th year. 


W. T. FERGUSON 


LUMBER COMPANY 
ST. LOUIS 1, MISSOURI 





FREE PLAN BOOK 


packed with ideas for your customers! 







Here are sketches and 
floor plans of 24 small 
homes you'll want 
to show to home- 
planners. These 
homes are practical 
—all have been 
built and lived 

in. Architect's 
plans are 

available at nominal cost. 


DEALERS - SEND FOR YOUR FREE COPY NOW 
“Tested Homes” is available for dealer distribu- 
tion — $6.50 per 50 copies. 


Adv. Dept., DIERKS LUMBER & COAL Co. 
Send my free copy of ‘Tested Homes” to: 


Name " 

Address 

City State 

DIERKS LUMBER & COAL COMPANY 


DIERKS BUILDING 1006 GRAND KANSAS CITY, MISSOURI 
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for Better Service 


to your Sith 


customers 





the COMPLETE 
line of PLASTERING ACCESSORIES 


For example, CORNERITE, a narrow strip of 2.54 painted 
MESHTEX, 8 feet long, bent at right angles, (2” x 2” or 3” x 3”) 
— used for reinforcing inside corners of walls and partitions in 
wood, tile or plaster-block construction. Also, STRIPITE, — 
2.5% painted MESHTEX, 3 inches wide by 8 feet long, — used 
extensively in reinforcing joints in plasterboard construction. 
These are but two of dozens of needed fast-selling numbers. 
Send for complete catalog and information on Penmetal Dealer- 
ships. 


STRIPITE 


CORNERITE 





80th PENMETAL 


PENN Meta. Company, INc. 
General Sales Offices: 205 East 42nd Street, New York 17, N. Y. 


District Sales Offices 

Philadelphia Chicago 
San Francisco Dallas 

Porkersburg, W. V 


New York 
Los Angeles 


Boston 
Seattle 


Detroit Indianapolis 
Parkersburg, W. Vo. 
Factory 





LOOK AT | 
THESE CALDER 
FEATURES 


@ Sturdy aluminum 


rame 


num hide 


@ Exclusive track and 
roller design wedges 
door tight with no jam- 


in line 
@ Oil resistant “ Neo- 
prene tired rollers 
bumiunwnt @ Bind-proof locking 
mechanism 
OVERHEAD-TYPE 


@ Interlocking weather- 
proof joints 


SECTIONAL GARAGE DOOR 


as modern as tomorrow 


@ Sections individually 
replaceable” 


This is the Door to Bigger Profits 





@ Heavy, tough alumi- 


@ Track joints always: 


Outstanding features of Calder 
Overhead Garage Doors make sales 


easy because their superiority is + 


quickly recognized. Generous 
dealer discounts make them an ex- 


ceptional opportunity for progres- 
sive distributors and contractors. 
We invite you to open the Calder 
Door to Profitable enterprise. W rite 
for full information today. 








THE CALDER MANUFACTURING CO., Lancaster 4, Penna. 











Compact, Portable 
Paint Sprayer 


A compact, portable sprayer to 
handle any small industrial paint- 
ing job is completely self-contained, 
This Payswell Sprayer operates 
with a built-in compressor, elimina- 
ting the need for hose or separate 
motor. Total weight is only four 
pounds and includes a quart con- 
tainer which is part of the unit, 
Interchangeable nozzles offer a 
spray vattern of either cone or fan 
shape. A fan pattern angle nozzle 
is provided for easy floor and ceil- 
ing spraying. The container is 
non-breakable. A heavy duty nine- 
foot cord is included. The pistol 





grip, trigger control and balance : 


of the entire unit make for easy 
handling. Besides paints, enamels 
and varnishes, the Payswell spray- 
er handles deodorants, disinfectants 
and insecticides, fireproofing, liquid 
waxes, liquid plastics, rust inhib- 
itors, wood preservatives and any 
other sprayable liquid. For illus- 
trated folders, write Sellco Corpo- 


ration, Dept. AL&BPM, 815 And- | 


rus Bldg., Minneapolis 2, Minn. 


New Red Book Available 


Of interest to concerns selling | 
and woodworking ff 


to the lumber 
industries is the 135th edition of 
the Reference Book of the Lumber- 
men’s National Red Book Service. 
The Spring 1949 edition lists an 
unusually large number of credit 


and business status changes. Be § 
sides the numerous credit rating | 


changes, the new issue lists many 
new sawmills and manufacturing 
concerns and other new ventures 
in the industry. Now in its 73rd 
year, the Red Book Service is used 


by lumber shippers and firms who | 


market through retail lumber deal- 
ers, or who sell to the lumber, wood- 
working and furniture manufac- 
turing industries. The specialized 
information is important to these 
firms as a source of credit informa- 
tion and for collection work. Ii is 
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Wile lo cnaf nee 
CUPBOARD DOORS 


Y ¥\ 3%, INCH 





UNSELECTED 


e 
\ Bircw 
\ ina’ a to 24” 


in 2” steps 


LENGTHS: 12” to 12” 
in 2” steps 


* 
© 1/8” 3 PLY FACE 
PANELS 


@ UREA RESIN HOT 
PRESS BONDED 


@2” STILES AND 
RAILS TO PER- 
MIT TRIMMING 


* 


WARRANTY 


ne Wi-Lam-Co __Hollow- 
core Doors are Warranted for 
one year to stay flat to 1/16” for each foot or 
fraction of length provided that they are stored in a 

flat pile in a dry room and that any necessary trim- 
ming is done equally from each edge and that both sides 
are finished identically. A new door blank will be fur- 
nished at no charge if any Hollowcore door does not fulfill 
our warranty. 


WISCONSIN -Zond saleceg COMPANY 


WISCONSIN 








is a National Problem 


We Have Customers in Every State 


oL 
coPRING! ROT 


Dealers everywhere are finding that Cuprinol, the 
nationally advertised surface applied wood preserva- 
tive, has proved its value against rot and termite 
attack. In quarts and gallons for over-the-counter sale; 
in drums for construction and repair jobs. And, with 
a dipping tank, you can sell lots of Cuprinol treated 
lumber where pressure treatment is impractical. Ask 
about suggested introductory order at $27.20. 


CUPRINOL Division, Darworth Incorporated 
53 Maple Street Simsbury, Conn. 
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also widely used as a buying and 
selling guide. Write Lumbermen’s 
Credit Association, -Inc., Dept. 
AL&BPM, 608 South Dearborn St., 
Chicago 5, IIl. 


Larger Capacity Slant 
Roof Louver 

The new Leslie Louver SR-20, 
was designed to meet the demand 
for a larger capacity slant roof 
ventilator which would not appear 
conspicuous on the roof. Because 
of its larger capacity it should be 
of particular interest to those con- 
cerned with low-cost ventilation of 
multiple dwelling units. As on the 





other Leslie slant roof louvers, the 
SR-20 is flanged, baffled and 
screened to provide a unit that is 
weathertight and insect-proof. A 
special design feature is the aux- 
iliary overflashing at the bottom of 
the opening which fits over the 


























Door Blinds 
Shutters 


Packaged Right 


age-proof shipping. 





ORK ty 
Ys 1719, 





a PIONEg, 


"65 , wn 


100 


Made Right ° Priced Right 


construction. Packaged in pairs for easy handling and 





Sturdy, precision built blinds, dowelled corners, non-sagging 


am- 


Included in the GREGG Peckeped Line you will also find 
entrances, corner cabinets, kitchen units, wall.and base cabi- 
nets, drawer cases, cupboard doors and louvres. 


Our catalog shows the whole line, and also our line of 
Sash and Windows, open or glazed, Boston or Modular, 
NM, all sizes and styles — send for your copy TODAY! 
iy 


a . GREGG & SON, inc. 


Nashua, 
MILLWORK OF QUALITY SINCE 1719 


New Hampshire 





shingle ends to assure a weathier- 
tight seal. The SR-20 is made fiom 
heavy gauge aluminum or gaiva- 
nized steel. Write Leslie Welding 
Co., Dept. AL&BPM, 2942 W. Car- 
roll Ave., Chicago 12, IIl. 


Compo-Miracle Announces 
the “Windoor" 

The Windoor, a new aluminum 
door, features the self-storing prin- 
ciple reported to have been made 
famous by Compo-Futuristice win- 


dows. A third detachable track per- | 


mits the quick, simple operation of 
all-aluminum screen with the same 
ease as the two sliding storm sash- 
es. Overlapping sashes in addition 
to a specially treated weatherstrip 
at bottom of door provides weather- 


proofing. Finger tip control of | 


storm window and screen panels as- 


sures year ’round comfort and fuel | 


savings. Featured is a four-way 
adjustment to fit varying as well 
as off-square openings. 
can be increased or decreased a 
full half inch. The door cannot 
sag, warp or _ twist, 








num sheets cover both sides of this 
core and aluminum channels are 


AL&BPM, 15221 W. Eleven Mile J : 


Road, Berkley, Mich. 
Reynolds Metallation 


eynolds Metallation — genuine } 


sheet aluminum cemented to heavy 
tough kraft paper—combines in- 
sulation and moisture protection in 
one material. Metallation insulates 
by reflecting heat. 


is entirely § 
sound-proof and insulated. Alumi- 4 


Any side § 





‘ 


It is said to | 


reflect approximately 95% of the | 
radiant heat striking its metal sul- | 


face. Comes in 250 ft. rolls of 
varied widths for all types of new 
construction or existing buildings. 
Write Reynolds Metals Company, 
Building Products Division, Dept. 
AL&BPM, Louisville 1, Ky. 
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forced over all the edges protect- 7 


ing the fastenings. Write Omar t 2 
Miracle Products Company, Dept. | 
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Lumber 
Market Analysis 


Current Statistics on 
Output and Distribution 


Lumber shipments of 441 mills reporting to the 
National Lumber Trade Barometer were 1.8 percent 
above production for the week ending April 16, 1949. 
In the same week new orders of these mills were 
7.2 percent below production. Unfilled order files of 
the reporting mills amount to 36 percent of stocks. 
For reporting softwood mills unfilled orders are 
equivalent to 25 days’ production at the current rate, 
and gross stocks are equivalent to 65 days’ produc- 
tion. 

For the year-to-date, shipments of reporting iden- 
tical mills were 2.6 percent above production; orders 
were 8.9 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 47.0 
percent above; shipments were 41.9 percent above; 
orders were 31.9 percent above. Compared to the 
corresponding week in 1948, production of report- 
ing mills was 6.3 percent below; shipments were 
6.3 percent below, and new orders were 16.3 percent 
below. 


Southern Pine 

Production of Southern Pine by the 112 mills 
reporting to the Southern Pine Association for the 
week ending April 16, 1949 totaled 16,328,000 feet, 
10.73 percent below the three year average. Ship- 
ments amounted to 17,006,000 feet. This was 4.15 
percent above production for the week and 7.03 per- 
cent below the three year average. Orders at the 
week’s end totaled 15,599,000 feet, or 4.46 percent 
below production for the same period. 


Western Pine 

The 108 mills reporting to the Western Pine Asso- 
ciation for the week April 16, 1949 cut 56,597,000 
feet, as compared to 67,269,000 feet for the same 
period a year ago. Shipments amounted 59,402,000 
feet, or five percent more than production. Unfilled 
orders at the end of the week totaled 221,888,000 
feet and gross stocks stood at 860,406,000 feet, as 
compared to 631,748,000 feet a year ago. 


In the Market Centers 


SE ATTLE—The snow line is still low in the moun- 
tains despite the fact that April has brought Puget 
Sound good balmy weather. Humidity has been so 
low that several forest fires broke out. The log in- 
ventory as of April lst revealed the input of high 
altitude camps is low. On Puget Sound logs aggre- 


gate’ 373 million feet or 57 million less than on March 
Ist nd 50 million less than the figure a year ago. 
Columbia river reported 285 million feet on April 


Ist which is 29 million feet below March 1st figures 
anc §3 million less than April Ist, 1948. Grays Har- 
bor stocks are down five million. Shingle production 


has improved but is not back to pre-winter output. 
DE\\AND-PRICES—Demand is very slow. Buying 
is cand to mouth. Orders call for badly mixed sup- 
plic-. Small green mills need orders. The government 
Br 
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Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 
Furniture Parts 
in fact, Anything in 
West Coast Woods! 
. Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 
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1635 DIERKS BUILDING 
Phone Victor 4143 
Kansas City 6, Missouri 





Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 








Logged in 1936-1937 
HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER 


Kiin-dried 
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LL divisions of Canadian Forest Products Limited use 
top quality logs from our own virgin timber limits 
at Englewood and Harrison Mills, B.C. 


EBURNE SAWMILLS DIVISION 
9149 Hudson Street, Vancouver, B.C. 


Utilizing Douglas Fir, Pacific Coast Hemlock and Western 
Red Cedar for the production of Timbers, K.D., Dimension 
and Boards, Finished Uppers, Car Material and Siding. 


PACIFIC VENEER & PLYWOOD DIVISION 
Foot of Braid Street, New Westminster, B.C. 


Specializing in production of *Douglas Fir Plywood, P.V. 
Brand Edge Grain Cedar Plywood and P.V. Brand Hardboard. 
*Obtainable from our affiliated company, Pacific Veneer 
and Plywood Corporation, Bellingham, Wash. 








HUNTTING-MERRITT SHINGLE DIVISION 
9110 Milton Street, Vancouver, B.C. 





Manufacturers of the world-famous Huntting-Merritt 
Brand Red Cedar Shingles, and Dri Home prestained cedar 
shakes for modern sidewall construction. 


CANADIAN 
FOREST 
PRODUCTS 


Limited 


FOR SHIPMENT TO ALL 
POINTS IN UNITED 
STATES 
Mixed carloads of lumber, 
plywood and shingles are 
made up from each of the 
Canadian Forest Products 
Divisions and the Pacific 
Veneer and Plywood 
Corporation, Bellingham, 

Wash. 





Highest Quality Forest Products Since 1895 


J. NEILS LUMBER COMPANY 


Libby, Montana Klickitat, Washington @F 


ee 

















LUMBER MARKET 





is buying a fair amount. Kiln dry dimension has a 
better call than most items and most mills won’t 
deliver under six weeks. Low grade No. 3 shiplap 
and 2 x 4’s are firm. Low grade D uppers are weaker 
by about 10 percent. Vertical grain flooring con- 
tinues firm moving at from $163 to 170. Ten and 12 
inch finish is very firm and scarce. No. 1 kiln dried 


dimension moves at $70; boards at about the same | 


price and some sales higher; structural timbers at 
$65-90 and rough timbers at $50-55. Shingle demand 
is poor. 5X sell for $7.50, 4.25; and 2.00. 


18” are a little stronger. SUPPLY—Larger mills have 


accumulations of miscellaneous items but no large © 
stocks of standard stuff. Neither mills, wholesale or 7 


retail yards want large inventories. 


KANSAS CITY—The Southwestern lumber mar- § 
ket was a decidedly mixed affair in the yast two | 


weeks, with the trade unable to determine the status 
of the market. Prices for the most part were un- 
changed, but a wide list of varying values appeared. 
It was difficult to appraise the market because of 


local conditions. In some areas lumber was quoted © 
as much at $10 a thousand below other mills in the @ 
same vicinity. The situation covered virtually all © 
species, with some strength still evident in the kiln- 7 
dryed stock. Because demand has not made its spring | 
appearance, mills were reported to be piling up in- | 


ventory. Observers were confident that any demand 
would permit prices to hold at current levels, but 
if retailers continued their “wait-and-see” attitude 
of recent weeks, prices were bound to slip. Lumber- 


men here state that there is a lack of confidence in | 


the market at this time, that business has _ been 
very slow. Weather conditions have been conducive 


for increased mill operations and the large mills @ 
are stepping up production. The medium and small | 


mills still are on a curtailed basis, with the latter 
hardly a factor in the production totals of the dis- 
trict at this time. Dierks Lumber & Coal, one of 
the larger Southwestern operators, announced a 
downward readjustment in prices in order “to stim- 
ulate business.” 

BALTIMORE—A further weakening in some lum- 


ber prices has been noted in the last few days. Green | 


Southern yellow pine can now be picked up for around 
$60 per M on the average for short lengths. The 4x4s, 
for instance are being shipped in by truck for as 
low as $52. The lower prices, however, have not 
stimulated buying since yards are well supplied. But 
it does indicate that mills are trying to attract more 


trade with freer offerings than heretofore. Whether 9 


this will lead to even more reductions, local yard 
operators say they cannot tell at this time. Mean- 
while, they are trying to drum up more sales. The 
little yards in particular are hardest hit. Another 
sidelight on the increasing competition is that various 
industrial jobs, previously placed without much 


attempt at pricing, now are asking competitive bids | 


on orders, large and small. One recent large order 
was put out for bids recently, not only among local 
dealers, with lumbermen in four other Atlantic sea- 
board cities as well. After many weeks of considerable 
lumber being absorbed in ship ceiling, this type of 
business has slackened, although there is much grain 
being exported still. 
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Thuretoa-Flavetle Limited 


Manufacturers of Red Cedar Lumber and Shingles 
Port Moody, B. C. Canada 


The Brand to Rely on for Distributed through the Whole- 
Quality Products sale Trade exclusively. 
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STRAIGHT CARS 
MIXED CARS 


WHOLESALE 
we WESTERN PINES e 
ga DOUGLAS FIR including Lumber, 
WE WEST COAST HEMLOCK Plywood, Doors 
Hi RED CEDAR SHINGLES Prompt G Dependable 
With a group of excellent mill connections. our or ae Values 


ganization is prepared to offer exceptional service in 


West Coast Woods to a few additional customers fa THE GRISWO LD LUMBER Go. = | 


Let us demonstrate. 














Manufacturers & Wholesale Distributors 
Edward J. Sherman Lumber Sales TT IU 
Board of Trade Building AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
Xe) -GaW-V. lo e-Me) icte). Kt reer 1S ilien Foot Annvel Cot 45 Mllen Fest Anal Cut 














SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 
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SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 
“THE McCLOUD RIVER LUMBER GRHEVLIN PINE 
COMPANY ‘OU PONDEROSA PINE 
McClond, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
THE SHEVLIN-HIXON COMPANY EXECUTIVE OFFICE 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
“Member of the Western Pine Associa. | MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
%, Portland, Oregon. DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
> 1604 Graybar Bidg. 1863 LaSalle-Wacker Bidg. 1030 Monadnock Bidg. 
Ponderosa. Pave Woodwork Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 
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SALES FEATURES THAT... 
LATCH ONTO PROFITS 


SCREEN MASTER 


™ , The Better 
» SCREEN 


and 


STORM 
DOOR 
LATCH 





@ Self-contained latch mechanism 

@ Reversible without. disassembly 

@ Adjustable to fit doors up to 2%" thick 
@ Available with mortise or rim strike 

@ Priced for volume sales 


PROFIT CATCHING CABINET CATCHES 


SNUG-TITE E-Z-ROLL 


tS C6") 


No. 510 
THE STREAMLINED RUBBER ROLLER 
CATCH FRICTION CATCH 
2 strikes — long and Quickly Mounted — 
short. Smartly styled easily adjusted— 
—popviarly priced. positive holding— 
low priced. 


- * & Carried in stock by your jobber. 


THE ENGINEERED PRODUCTS CO 
FLINT 4, MICHIGAN 





( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK! 


| 
STICKS AND STAYS pUT 
il 








Most dealers report: 4 
“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, COMPANY 
urham’s Rock- Des Moines 4 
Hard Water Putty G lowe 
ives you by far the 
st prefit-margin on 
any product of this : 
nature. Use it yourself, and you'll quickly 
see why it sells.so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chi off. Durham’s Rock-Hard 
Water Putty » sh not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. So to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 


DURHAM 








Yames in the News 





Bradley Plant in Operation 


Bradley Lumber Company of Ar- 
kansas, Warren, Ark., has resumed 
normal operation in its regular tongue 
and grooved oak flooring plant and 
yellow pine planing mill. The firm is 
now shipping mixed cars. 


Hilgard Lumber Company . 
Purchased by Georgia-Pacific 


Georgia-Pacific Plywood & Lumber 
Co. has purchased the Hilgard Lum- 
ber Company, Chicago, one of the 
oldest wholesale lumber concerns in 
the midwest. The new acquisition will 
operate as the Hilgard Lumber Co. 
Division of Georgia-Pacific Plywood 
& Lumber Co. 

Founded in 1908, Hilgard Lumber 
Co. has operated continuously as a 
distributor of southern and western 
woods, plywood, doors and millwork. 


Since 1936 the Hilgard organization 
has been under the ownership and 
management of P. L. Musick who 
will continue with the company. 
Hilgard Lumber Division offices 
will remain in the McCormick Build- 
ing in Chicago and all personnel will 
continue as in the past, including | 
Gene Rutledge, manager of western 
woods; Harvey Waring, manager of 


southern woods; John Pfeiffer, man- @ 


ager of millwork and shook depart- | 
ment; and Fred Mueller, manager of § 
industrial sales. 


In Lumber Business 50 Years 


On May 15, Hugh M. Beelman, 
head of the Knudson Mercer Lumber 
Company, Steger Bldg., Chicago, will 
complete not only 50 years in the 
lumber business but 50 years with 
one organization. Mr. Beelman’s com- 7 
pany sells to retailers exclusively. 





Marsh Wall Products Completes $300,000 Building Program 


Marsh Wall Products, Inc., Dover, 
Ohio, manufacturers of “Marlite” 
plastic-finished wall and ceiling panels, 
is completing a $300,000 new building 
program that will mean greatly ex- 
panded facilities for the production of 
its products. The building program is 
part of the expansion plan announced 
when Marsh recently became a sub- 
sidiary of the Masonite Corporation. 

For many years Masonite has been 
closely associated with Marsh Wall 
Products, Inc. As a Masonite subsidi- 
ary, Marsh will continue to operate 


under its present management and 
sales force, and will continue to serve 
its same dealers. 

The building program itself  in- 
cludes: 1. A new 12,500 square foot 
addition to the main Marsh plant, in | 
order to step up the production of the 


new Marble and Wood-Patterns of 


Marlite. 2. New warehousing and ship- 
ping facilities that will provide ap- § 
proximately another 31,000 square 
feet of floor space. 3. A complete new 
office building with approximately 
14,000 square feet of floor space. 
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DIRECT MILL SHIPMENTS 


Transit Cars Always Available 
BERWYN LUMBER CO. 











FIR * HEMLOCK + SPRUCE + WHITE PINE 


341 PITTOCK BLK. PORTLAND, OREGON 





(N{\_ 


SCHUBERT 
Picket Cutter 


Points 200 to 250 154'' to 354"' width pickets per hour year after year use. 24'' high. Hand operated. 30'' 
with planer-smooth finish. No sanding required. long handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and durable enough for for literature and price. 


Makes Pickets 
at Low Cost 



























H.A.SCHUBERT co. WET ab bab ites 
I WATOMINET) besten ce) ca. 07-8 Wilmette, Illinois 











SANTIAM LUMBER COMPANY 


MILLS 
SWEET HOME @ LEBANON 
OREGON 


“Santiam” Grand 
Old Growth Yellow Fir . Upland Hemlock 
TIMBERS — BUNDLED UPPERS DRY AND GREEN DIMENSION 


PLYWOOD AND GREEN LATH CAN BE INCLUDED IN 


MIXED CARS 
ANNUAL CAPACITY — 100,000,000' 




















si) RO LL-OP FP “tae nctive trode is the money-maver” 





LUMBER TRUCK BEDS Since 1918 


3) Complete Beds Shipped KD» 


EASILY MOUNTED 
“rite for Catalog & Prices 


Two Minutes Better Tha™ 
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Federal Savings and Loan 
Associations Check List 

“Preventable Forgettables”, a new 
booklet issued by a group of Federal 
Savings and Loan Associations, is of 
considerable interest to people buy- 
ing, building or remodeling their 
homes. It consists of a check list in 
question and answer form which cov- 
ers everything from roof to basement. 
Copies of the booklet may be obtained 
from leading Federal Savings and 
Loan Associations. 


Minnesota and Ontario Paper 
Distributor for Fiberglas 

Appointment of the Insulite Divi- 
sion of Minnesota and Ontario Paper 
Company, 500 Baker Arcade Bldg., 
Minneapolis 2, Minn., as a national 
distributor for Fiberglas insulating 
wool was announced at Minneapolis 
by M. C. Fairfield, Insulite sales man- 
ager. He reported that insulation 
manufactured by Owens-Corning 
Fiberglas Corporation, Toledo, Ohio, 
will now be available immediately 
through regular Insulite trade chan- 
nels. 

The new sales franchise will join 
four leaders in the building industry, 
three of whom have pioneered in- 
sulation products now used through- 
out the world. Insulite has _ been 
credited as the original wood fiber 
structural insulation board starting 
production in 1914. Early in 1934, 


M. C. Fairfield, left, sales manager of the 
Insulite Division, and E. Brown, 
Owens-Corning Fiberglas Corp. 


Owens-Corning introduced the first 
insulation made from glass fibers. 
Both Insulite and Fiberglas now 
produce many different forms of their 
original basic products. 


Purchase of Extrusion Plant 
Announced by Reynolds 

Purchase of a government-owned 
aluminum extrusion plant at Grand 
Rapids, Mich., was announced by 
David P. Reynolds, vice-president and 
general sales manager of the Rey- 
nolds Metals Company, Louisville, Ky. 

The plant, built during World War 
II at a cost of $6,774,000 is designed 
for the production of high strength 
aluminum rod, bar, shapes and tubing 
and has a rated annual capacity of 
10,800,000 pounds of aluminum. It’s 
wartime operator was Extruded Me- 
tals Incorporated. 


Located on some 39 acres of lund, 
the plant includes buildings, mac iin. 
ery and equipment. Purchase price 
was $1,500,000. 

According to Mr. Reynolds, the 
company plans to resume operations 
at the plant by May and reach peak 
production in August or September. 


Fasco Industries, Inc. Expands 
Plant with Two New Additions 


Further expansion of the manufac. 
turing facilities of Fasco Industries, 
Inc. (formerly F. A. Smith Manv. 
facturing Co., Inc.), is announced by § 
H. P. Toppin, president. He reports! 
the construction of two new plant ad- 
ditions which will increase total floor 
space of this Rochester, N. Y., plant 
to roughly 250,000 square feet. Com. 
pletion of these two building addi-7 
tions, expected this spring, will con. 
tribute to assembly line production of} 
all Fasco products—fans, kitchen ven. 
tilators, motors, and automotive elec. 
trical equipment. 


Douglas Fir Book 
Available to Dealers 


A new comprehensive manual o%§ 
the properties, uses and grades off 
Douglas Fir of the Western Pine} 
region is the third in a series of 

- species books published by  thej 
Western Pine Association in the 
past year. The books cover three 


: 
} 





EUGENE, OREGON 


P. O. BOX 908 


PHONE 5640 


Al Clements Dumber Co. | 


MANUFACTURERS & WHOLESALERS ¢ DOUGLAS FIR LUMBER 


Industrial and Housing Materials 


TWX NO. EG 49 


ee 





Yard and Warehouse 


Chicago 23, Ill. 
Bishop 7-4080 





2759 So. Kedzie Ave. 


Concentration Yard 


Redding, California 
P. 0. Box 6 


H. V. SCOTT 


Rinn -cott Lumber Company : 


LUMBER and LUMBER PRODUCTS 


General Office 


360 No. Michigan Ave. 


Chicago 1, Ill. 
RAndolph 6-4878 
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It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
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Prompt shipment of most 


sizes and grades. 





— ol Send us your inquiries. 
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OAK FLOORING CO. 
BISMARCK, 


MISSOURI 


THE OZARK 
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J. @ Anaconda Copper 
Mining Co. 


Lumber Department 


, 49 Bonner, Mont. 

Ti tis 

ort | 
4 Manufacturers of 

nu : 

y Ponderosa Pine, Fir and 

Larch Lumber 

n Ave. Z ees 
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Soundbilt is a name that stands for quality in plywood. 
As the name itself implies, Soundbilt is a well-manufac- 
tured, soundly produced plywood. It comes from fine, old- 
growth logs. It is made in a modern plant. Soundbilt is 
a name you'll be hearing more about from now on. 


a PA 
WZ et Soune » Sne. 


230 EAST F STREET @ TACOMA, WASHINGTON @ PHONE MA 0179 






Economy 


DISAPPEARING LADDER 


of Sturdy Ponderosa Pine 
for HOMES - GARAGES - ATTICS 
LOW COST - EASY INSTALLATION - EASY TO OPERATE 
FITS MOST ANY SCUTTLE HOLE SIZE WITHOUT ALTERATION 


HEAVY 15" TREADS 
HARDWARE WITH STEEL 
HINGES — ROD SUPPORTS 


Vertical clearance required 
above 4’ 7” (can be reduced 
if necessary). Horizontal 
space on attic floor required 
4' . 


Immediate delivery on fin- 
ished floor to finished floor 
sizes of 9’ 2” or less. 


Shipping weight 32 Ibs. (nominal wt.) 





Write for further information. 





MINNESOTA WOOD SPECIALTIES, INC. 


BOX 216, ST. PAUL PARK, MINN. 


Manufacturers of the EZWay Folding Stairway 
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of the Associated Woods of the 
Western Pine region. Others were 
on White Fir and Larch. The Doug- 
las Fir book, containing 52 illus- 
trated 8'%%xl1l-inch pages, is de- 
signed as a basic reference for 
builders, architects, dealers and 
wholesalers on a wood species rank- 
ing second in both supply and pro- 
duction volume in the 11-state re- 
gion. The most recent survey 
places the standing sawtimber in- 
ventory at 101,552,000,000 board 
feet. Production is averaging ap- 
proximately one billion feet per 
year. Full page pictures of typical 
pieces of each grade are accom- 
panied by text material describing 
the pictured examples’ together 
with a general outline of the grad- 
ing rules. Properties and uses sec- 
tions are illustrated with photo- 
graphs of Western Pine region 
Douglas Fir in use. Indexed, the 
book carries a listing of standard 
manufactured sizes and an alpha- 
betic catalogue of uses of Douglas 
Fir and recommended grades. Sin- 
gle copies of the Douglas Fir book 
are available without charge to all 
dealers, builders, architects and 


Companies Announce 





Building Products Jobbers, Inc., 
1610 E. 46th Ave., Denver, Colo., has 
been appointed wholesale distributor 
for the following Armstrong building 
materials: Armstrong’s insulating 
wool, Monowall, Temwood and tem- 
pered Temwood and temlok. 


Arthur C. Heller succeeds the late 
Paul Heller, as president of Heller 
Brothers Company, pioneer manufac- 
turers of files, rasps, hammers and 
other hand tools and tool steel with 
factories in Newcomerstown, Ohio and 
Newark, New Jersey. James G. Henry, 
Jr. is vice-president and secretary; 
Lawrence B. Heller, assistant secre- 
tary, and Anna W. Ibach, treasurer. 
These new officers represent the first 
major change in the management of 
the corporation in over 30 years. 


Verne Breitenbucher has been ap- 
pointed vice-president in charge of 
sales of M and M Wood Working 
Company, Portland, Ore. Mr. Breit- 
enbucher’s appointment is part of 
M and M’s plan of expansion of its 
own organization, President Herbert 
Malarkey stated, adding that the for- 
mer’s first concern will be to complete 
“the building of a strong national 


tain Lumber Co., Winchester, Idz., i; 
now associated with E. L. Wales iy 
the Wales Lumber Co., Spokane 
Wash. Offices of the company are in 
the Old National Bank Building. Mr 
Leader, a western pine lumbermay 
of many years’ experience, at on 
time was district sales representative 
for Craig Mountain Lumber Co. with 
headquarters in Cleveland, Ohio. 


John K. S. Walter was recently 
elected prosident of Santa Fe Build. 
ers Supply Company, Santa Fe- Al 
buquerque, N. M. Mr. Walter sue 
ceeds the late Charles Proebstel. 


Robert Faegre has been appointe 
sales manager of the Paper Divisio 
of the Minnesota and Ontario Pape 
Company, Minneapolis, Minn. 


Ray Sellens has been appointe/ 
sales manager of residential produc 
in the building products division 
the Reynolds Metal Co., Louisvill 
Ky. 


W. R. Meadows, Inc., Elgin, I! 
manufacturers of “Sealtight” paving 
and building products, is expandin 
its activities, according to Presider 
W. R. Meadows. Plans for the yeu 
include the addition of pre-forme 
center strip, dummy joints, base plat 


and a full line of curing compouné 
to the paving line which now feature 
all types of expansion joints and a: 
phalt planks. Backer board, asphaltif 


° si ee " © ° ” 
other lumber users and jobbers. sales organization. 
Write Western Pine Association, 


G. E. Leader, for many years as- 
Yeon Building, Portland 4, Ore. 


sistant manager of the Craig Moun- 








... the leaden in 
CAULKING EQUIPMENT 


JAMES W.SEWALL COMPANY # 





Write for name and 
address of neare.t 
VITAL PRODUCTS 
jobber. 


GUNS: world’s most complete 
line, including rotary handle mod- 
els. Sizes 1 pt. to 2% ats. 


h 
Consulting Foresters [ 
€ 


MAIN OFFICE: 


RO tL 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 








CARTRIDGES: plain, extruded — 
or spouted caps. Order from NOZZLES: interchangeable, for every size 
your caulk supplier. and shape of caulk strip, from 1A," up. 








7500 Quincy Avenue 
Cleveland 4, Ohio 











TO RETAIL LUMBER YARDS, 
PLANING MILLS & WOODWORKERS 


Complete stocks of Air Dried and Kiln Dried PON: 
DEROSA PINE, SUGAR PINE and DOUGLAS FIR 
CLEARS. 


Carload or less-carload quantities for immediate 
shipment. 


Also CYPRESS and HARDWOODS. 
Send us your inquiries. 


V. F. CHRISTMANN HARDWOOD CO. 


3820 N. 2nd St. Chestnut 1312 St. Louis 7, Mo. 
OVER TWO ACRES OF YARD & SHED STORAGE 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 











"Is it as Good as Kirby's?” 
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turSl/DE-A-FOLD 
DISAPPEARING ATTIC STAIRWAY 


LOW IN PRICE-- 
HIGH IN SALES: 


WRITE FOR COMPLETE , Somer 
DEALER INFORMATION 


CR Al GWood Products CO. 


1029 TALBOTTON ROAD 
COLUMBUS, GEORGIA 











C. 


Phone 169 P. O. Box 391 


E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer's Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 


“In the Heart of the Deep South” | 














George F. Becker Edwin A. Brengle 


MILLWORK 
DISTRIBUTORS 
COMPANY 


2 


BALTIMORE 24, 
MARYLAND 









IMMEDIATE 
SHIPMENT 


Midico Window Units, 
White Pine, Weather- 


stripped. Fa up @ 
$1055 & 


a a, Doors, 
Like N. D. 737 routs 
Bronze, Wire 8 

glazed @ $13.75 &% ~e 


6 Rsd. Panel #1] Fir 
Doors 2-6 x 6-8, 1%"’ 
@ $9.39. Also other 
sizes. 


SEND FOR LISTS 















General Offices & 
Warehouse: 


N. Kresson Street 


































We Do All Kinds of Circular Saw Repairing 


Our 
and 


chan: 


We 


Cause 


BETTY 


Distc 


Stat 


J. 


SAW REPAIRS 


pecialty is cutting down worn out Inserted Tooth Saws 
raking them like new and only a little smaller. We also 
Solid Tooth Saws to Inserted Tooth. 


only Simonds Bits and Shanks in our Repair Work be- 
ve know Simonds Bits and Shanks make any saw a 


saw. 


> is no Barrier. We have customers in almost every 
ecause, after 50 years’ experience we know how. 


MINER SAW MFG. CO., Meridian, Miss. 


THE ORIGINAL MINER SERVICE 
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~ onaderosa Pine & 
‘ WESTERN PINES Sugar Pine ie 
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WOODS FROM 7 
WESTERN PINE REGI 


Larch 


Douglas Fir 
THESE ARE White Fir 


ASSOCIATED WOODS Spruce 


Cedar 
Lodgepole Pine 
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Plenty Today...Plenty for Tomorrow...There is enough sawtimber 
in the Western Pine Region to last many centuries—at the present 
average annual rate of growth and drain. 

The Western Pine Association with its over 300 member mills* is 
pledged to a policy of harvesting timber resources under private 
management in a manner that will support a high level of pro- 
duction and provide an adequate future timber supply. 


*Write for Directory of Membership 


WESTERN PINE ASSOCIATION 


510 Yeon Bldg. Portland 4, Ore. 
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of WEST COAST 


LUMBER 


_ AND ALLIED PRODUCTS. 
Write or Wire: 


HILL-BEHAN 


LUMBER Co. 


WESTERN DIVISION 
PHONE 6972 TWX EG25 
610 WILLAMETTE ST. EUGENE, ORE. 











water-proofings, caulking compounds 
and asphalt paints are planned to 
broaden the service to the building 
industry. T. R. (Ray) Johnson was 
recently ‘named general sales man- 
ager of the Meadows organization. 


Vernon Swan has been named sales 
manager at Dixon, IIl., by the Zono- 
lite Company, Chicago, world’s leading 
miner and processor of vermiculite. 
Mr. Swan will handle the full line of 
Zonolite vermiculite products, includ- 
ing lightweight, fireproof plaster and 
concrete aggregates and acoustical 
plastic. 


Herbert Malarkey, president of the 
M and M Wood Working Company, 
Portland, Ore., announced the election 
of Mason Bingham and Harold A. 
Miller to the company’s board of di- 
rectors. Both men have long been 
prominent in business and public af- 
fairs of the state. 

Mr. Bingham is a director of the 
First National Bank, chairman of the 
Trust Committee; president and di- 
rector of the Lewis Investment Com- 
pany; president and director of Ben- 
ton Mines, Inc., and chairman of the 
Multnomah County Tax Supervising 
and Conservation Commission. Mr. 
Miller is vice-president and general 
manager of the Stimson Lumber Com- 
pany; president and director of Wood 


Fiber Products Company, and vice- 
president and director of the E. C. Mii- 
ler Cedar Lumber Company of Aber- 
deen, Wash. He has wide interests in 
the lumber industry, including sub- 
stantial holdings of timber in North- 
ern California. He is of the third gen- 
eration of a pioneer lumber family. 


William F. Diebold has been elected 
a director and named to the post of 
assistant sales manager of the Forest 
Lumber Company, Pittsburgh, Pa., 
national lumber wholesalers. In his 
new position, Mr. Diebold will be in 
direct charge of Forest Lumber’s sales 
program in eastern Ohio, western 
Pennsylvania and upper New York 
State. 


Eugene L. O’Brien, vice-president 
and treasurer of The O’Brien Corpora- 
tion, South Bend, Ind. has been trans- 
ferred to the O’Brien Baltimore office. 
His appointment as sales manager of 
the eastern sales division to succeed 
Lloyd E. Stegner, recently resigned, 
was announced by Jerome J. Crowley 
Jr., president. In his new capacity, 
Mr. O’Brien will direct comprehensive 
plans to expand O’Brien sales in the 
Atlantic seaboard territory extending 
from Maine to Florida and now serv- 
iced by the O’Brien plant in Baltimore. 
Stanley A. Levy will continue as gen- 
eral manager of the Baltimore plant. 


A. L. Kerper, formerly with the 
Lumbermen’s Supply Company, kan- 
sas City, Mo., has joined the staff 
as sales manager of Paul Buryan 
Lumber Company, Susanville, Clif, 
manufacturers of Ponderosa ine, 
white fir and incense cedar. 


L. D. Houghton, a resident of Eu- 
gene, Ore. for many years, has been 
named manager at Eugene for the 
operations of North Plywood, Inc, 
Seattle, Wash. Mr. Houghton has had 
long experience both in the retail and 
wholesale selling of commodities han- 
dled by North Plywood. He succeeds 
Roy St. Dennis former manager at 
Eugene who has accepted another 
position. 


Harry Bishop of The Bishop Lun. 
ber Co., Chicago, Ill., according to 
Florida reports, defeated his opponent’ 
Jack B. Ryerson of Cooperstown, 
N. Y. in the Annual Golf Champion- 
ship Match of the Everglades Club of 
Palm Beach. 


Louis P. Lewin, partner in th 
Lewin Lumber Co., Cincinnati, Ohio, 
was injured April 22 in an automobik 
collision near Atlanta, Ga. Mr. Lewin 
and his friends were en route t 
Tampa, Fla., when the accident o 
curred. 
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: LUMBER for 


HARDWOODS 


VENEERS 


154 Carroll St. 
CEntral 5250 








SALE 


SOFTWOODS 
DOMESTIC and FOREIGN 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


ST. LOUIS 4, MO. 


PLYWOOD 
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BURNER with |e 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS —5 TO 1200 H.-P. 
TANKS and STACKS 


| 
STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
WASH. 


EATTLE, 
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SCREWTITE NAILS SEAL 
ROOFS ON TIGHT 


To be sure of aluminum roofs staying 
fit and snug — specify SCREWTITE 
ALUMINUM NAILS because of 

* Screw Shank 


* Neoprene Washer 


© AN Aluminum AF 
Composition 


Manufactured by y 


INDEPENDENT NAIL & PACKING CO. 





Neoprene Washers 
Good Insurance 


Write for samples of 
this unusually fine nail. 
Examine the washer 
and see for yourself. 





CUPPLES COMPANY st. touts 2 
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SELL DENNING ORNAMENTAL 


White with 
Surfaced Pickets 


for Residential Purposes 


Red for Gardens, 
Chicken Yards, etc. 
Write for prices and catalog. 


ILLINOIS WIRE & MFG. CO. 
P.O. Box 1396, JOLIET, ILL. 


TEXAS FENCE CO. 
Rt. 10, Box 388 
Dallas, Tex. 
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bea KILN DRIED CLEAR CEDAR LESLIE LOUVERS 
































. tf. 1x4 and 1x6 C and Btr. 
‘ pine 3/10 — approximately 60% 3/5 
S28 — S4S — V1S2 E or CM 
of Ev & Straight cars or mixed cars with: agi pes vices 
1as been . . ; and Drip Capkeeps 
a Dimension, Boards, Shiplap, out snow, rain 
hg on Tight Knotted Common Cedar Bungalow Siding 34x8 or 10 
pe hel Tight Knotted Common Cedar Dolly Varden Siding !'/gx10 or 12 
atail and i 
‘ies ha]! NORTHERN WOOD PRODUCTS Want More Louwer Sales? parmemeem 
succeei'W}| P.0.BOX489 VANCOUVER, B.C., CANADA | immediate customer acceptance... AAs 
tr aly 5 é sales .. . more pro i 
another Tae. SSRIS S000 yours with the fast-moving LESLIE ge peasy 


LOUVERS line which has: off top. 


@ Quality evident to home- 
owner and contractor alike. 
@ Exclusive patented design 

























Lop Lun- ; features. 
rding tol @ Unmatched ease of instal- 

lation. . \ 
opponent § @ LOWEST Price in galva- Modht-catch 
perstown, § nized models—competitive ing pockets 

. i luminum. 

: ion ina ) ‘ 
ham} LESLIE LOUVERS are a at sidewalls | 


.s Club of 


complete line, with 3 models 
and 12 sizes—all available 
in ALUMINUM or GALVA- 
NIZED STEEL. The Slant “VB"’ Series © 
Roof Series (illustrated), the SELF-FRAMING (a 


- in. the VB Series (illustrated), and 

*. Ohi the VF Series (Wall Louver, for NEW CON- 
ati, 10, Flush Flange), meet any STRUCTION) | 
utomobil and every attic ventilation 

‘ M requirement. 

Mr. Lewit pay “s zi es Write for catalog and name S 
route 4 7 of nearest distributor. Effective 
cident o- drip edge 


LESLIE WELDING CO. ° 
2941 W. CARROLL AVE. * CHICAGO | 12, ILL. 


Oregon-American Lumber Corp. 
— VERNONIA, OREGON 

















with 


ATER) RUSSELL & PUGH | | Knudson & Mercer Lumber Co. 
soko ond LUMBER CO. Purveyors to 


Accredited Retail Lumber Dealers 
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09 He. | SPRINGSTON, IDAHO for 54 years 

: j Idaho White Pine Ponderosa Pine LUMBER FROM SOUTH, WEST, NORTH 
ren Douglas Fir —. | Sash & Doors, Wallboards and Most 
ghee White Fir Standard asaneiaaned 

cna Wal Cedar 28 E. Jackson Blvd., Chicago 4, Ill. 

































PLANER and JOINTER KNIVES THE ORIGINAL BUILT-IN MAILO 


in Harmony with the finest of Modern <3 
Architecture 


-BOX 


= also high speed knives and molding cutters 
for the woodworking industry. 














Fits any wall thickness 
Wide ranges of designs and fin- 


Erigh 3 ishes to conform with any type of 
0 outside hardware trim. 
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Manufactured By 


wa > Penn-Greg Manufacturing Co. 
estern Agents: 


1 & Brown, W. W. Machine Co., St. Louis, Mo. 2608 Bloomington Ave., Mpls. 7, Minn. 


Riegeisville, New Jersey 
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AS ATT SS ATT Obituaries 


NE A aE 
SALE OR TRADE | ,..e™rsetnt, ant "towa We 


president and manager of The Long- 
RETAIL Bell Lumber Company, passed away 

at his Longview, Wash., home on 

LUMBER YARD April 14 following an illness of 12 
months. He was a Long-Bell director 
a and member of the advisory commit- 
tee, having retired from active man- 
, agement duties a year ago. Mr. Ten- 
Retail lumber yard located nant was one of the company Officials 
in Memphis, Tenn. Volume responsible for the selection of = 
site of the city of Longview and the 

exceeds $200,000.00 _ construction of the city and mills. 
year, netting approximately During the days of the depression, he 
$20,000.00. was called to Washington, D. C., to 
head the lumber division of the Na- 
Excellent location — hard- | tional Recovery Act. He had served 
ware store, millwork shop as a director of the National Lumber 
me . Manufacturers Association, the Na- 

concrete pipe plant—ample tional Manufacturers Association, 
sheds and yard space. and was for many years president of 
the West Coast Lumbermen’s Asso- 


Price of $75,000.00 includes | ciation, and was an honorary director 


: of the organization at the time of 
all trucks, machinery and eres 


inventory. Will sell on terms Frank B. Powell, 64, founder and 


or swap for No. 2 common president of the Frank B. Powell 
Yellow Pine. Write to: | Lumber Company in Rolla, Mo., died 
| March 24 froma cerebral hemorrhage. 
He started his company in Rolla in 
OWNER | 1910 and continued in the lumber and 
| building material business for over 
Box M-20, American Lumberman, Inc. | 39 years. Mr. Powell was a member 
of the Southwestern Lumbermens 
Association. 











DOUGLAS FIR 


WEST COAST HEMLOCK 
WESTERN RED CEDAR gaa 


PP ve from OUR 3 MILLS 


Bungalow Siding Daily Production 700,000 feet 


e Few concerns can match Willamette Val- 

ley's assortment of West Coast products. 

End Matched Flooring Fine quality timber from our own tree 
Ceiling ese Psat _— equipment. 

Drop Siding ependable grades. Mixed cars a specialty. 


Boards Kiln Dried Fir and Hemlock Dimension. 








WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 











Donald S. Barry, 57, vice-president 
and partner of Hawekye Lumber & 
Mill Co., Cedar Rapids, Iowa, died 
March 15. He suffered from a heart 
attack while driving his automobile 
but stopped the vehicle just before his 
death. He was the son of the late 
John W. Barry, an editor of AMER. 
ICAN LUMBERMAN in 1896, and 
publisher of the Lumberman’s Actu- 
ary. Donald Barry had been in the 
retail lumber business in Cedar 
Rapids since 1914. He was active in 
the Iowa Lumber Dealer’s Assn., the 
Cedar Rapids Chamber of Commerce 
and many other civic organizations, 
Mr. Barry was active in building cir. 
cles and designed and aided in the 
supply of hundreds of Cedar Rapids 
homes. He was well known for his 
work in planning a liveable small 
house. 


Karl J. Reichwein, sales representa- 
tive for Valley Mercantile Co., Elgin, 
Ill., passed away March 22 at the 
Hines Memorial Hospital in Chicago, 


Arnold D’Echaux, president of Al 
lied Lumber Company, Inc., New Or. 
leans, La., passed away March 7 in his 
66th year. He had been active in the 
lumber business since he was a young 
boy. Although Mr. D’Echaux was ill 
for quite some time he died suddenly 
from a heart attack. 


H. Robert Sutton, 27, died March 
19 at Miller Hospital, St. Paul, fol 
lowing an illness of several months’ 
duration. Mr. Sutton was assistant 
secretary and treasurer, and a direc 
tor of the Twin City Hardwood Lum- 
ber Co., St. Paul, Minn. 


E. F. Wales, head of the Wales 
Lumber Co., Spokane, Wash., passed 
away February 21. He had expe 
rienced no illness prior to his death 
Mr. Wales was a resident of Spokané 
for many years and well known i 
the lumber trade. 


| 


M. Errol Gordon, secretary ani 
treasurer of Frick Company, Waynes 
boro, Pa., died February 14 after# 
brief illness. 


Pinellas Lumber Company 
Plan Builds Sales 
(Continued from page 60) 


as possible. Management at Pine 
las continues to think in thos 
terms. 

Service to customers, organiz& 
tion of the various materials al 
men into specialized department 
and overall planning to achieve 
sults are the keynotes to succé 
for Pinellas Lumber’ compall 
W. C. Gregary, the general ma 
ager, L. C. Shaw, the secreta 
treasurer, Glenn Wise, the gene 
sales manager, and all the 235 ef 
ployes know from personal expe 
ence these three basic points 
management will make a sm 
yard grow big, and a big ¥ 
grow bigger. 
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